Self-measured 
Insures Full Profit 


When you sell Sun-Red Edge Self-measured 
Screen Cloth, there is no guess work—no waste 
in cutting—you are always sure of exact meas- 
urement and full profit. 


The Red Edge on each selvage is permanently 
measure-marked every six inches, for you and 
your customer—it is our Honor Mark of iden- 
tification—and the red lacquer also prevents 
rust under nailing strips where moisture col- 
lects. 


Sun-Red Edge AluminA will give 100% satis- 
faction. It lasts longer than other electroplated 
cloth. 


Write your Jobber for 
details and sales helps. 


REYNOLDS WIRE CO. 
DIXON, ELL. 
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ACCcO 
TIE-OUT CHAINS 


Every farmer needs tie-out chains. A mention of 
Acco Tie-Out Chains now and then is all that is 
needed to make a neat profit. 

Better yet, put a display in your window and 
on a counter up in front. Do this now, for now is 
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‘ 
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the time they need them. 

ACCO Tie-Outs are better made — yet 
they cost no more than the ordinary kind. 
Check your stock and order today. 





Acco 
CHAIN SPECIALTIES 


Coil Chain, Welded Plumber and Safety 
and Weldless Chain 

Steel Loading Chain Well Chain 

Log or Binding Chains Trace Chains 















Porch Swing Chains Heel and Butt Chains 
Hammock Chains Breast and Halter 

Sash Chain Chains 

Dog Chains Repair and Lap Links 
Wagon Chains Hooks, Cold Shuts, etc. 





See wane AGE 


239 “Wes st “39th Street, New 
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For years his family had owned 
the leading hardware store in 
town... a business that had been 
handed down from father to son. 
And now he saw it slipping 
through his fingers. First, profits 
had dwindled almost to nothing. 
And recently his books had shown 
heavy losses. Something had to 
be done. But what? He didn’t 
know where to start. 


Changing conditions have made it 
almost impossible for the hard- 
ware merchant to do a profitable 
business with methods and systems 
that proved satisfactory a few 
years ago. Today there are new 
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questions to be answered ... new 
facts that must be known. 


For instance, expenses loom up 
more seriously than ever before. 
How can they be reduced still 
further? How can _ inventories 
be lowered? How can turnover 
be speeded up? How can out- 
standing accounts be reduced? 
What are the best ways of 
getting new customers? 


The National Cash Register Com- 
pany is ready to help you answer 
these and similar questions .. . 
ready with new ideas, plans, sys- 
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tems and definite suggestions for 
increasing profits now. 


And this service is offered you 
without cost or obligation. Simply 
call the nearest National Cash Reg- 
ister representative or write direct 
to Dayton. The National Cash 
Register Company, Dayton, Ohio. 


No hardware dealer can afford not to 
know how much more the NEW 1932 
National Cash Registers will do for 
him. They are designed to meet the 
problems of today as only a 1932 Na- 
tional Cash Register can meet them. 


“ National 





CASH REGISTERS AND ACCOUNTING MACHINES 
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Mr. Hardware Retailer 


Caf. you answer 


Successful hardware dealers are systematiz- 


ing and modernizing their business. Stocks 
are now bought with a definite knowledge 
of trade needs. Inventories and sales are 


studied and departments put ona surer profit 


Your Profits or Losses Depend on These Vital Elements 


QUESTION—Are 75% of my 

customers women? 

Women hold the purse strings, do the 

buying. Is your store planned to 

attract women shoppers? A “gift sec- 
tion” properly displayed will bring women to your store. 


QUESTION—Is the ledge of my 

wall display shelving a profit- 

able selling fixture? 

An open, lighted ledge for the less 

expensive, related items “free wheels” 
customers from one section of your store to another. 
Center aisle display stands are then released for the 
more profitable merchandise. 


QUESTION—Do my wall fixtures 

bring an adequate return of 

sales per lineal foot? 

Modernized store methods set a defi- 

nite sales per foot per week quota. 
Slow-moving, low-profit lines occupy too much lineal 
foot space in the average store. The proper fixtures 
laid-out to fit the needs of your business can remedy this. 


WALL DISPLAY SHELVING + WALL 
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basis. The importance of adequate display 
of merchandise is recognized. It creates sales 
and profits. Ask yourself these questions, 
Mr. Hardware Retailer. Upon your answers 


depends the future profit of your business. 
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Every lineal foot of space is productive 
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MERCHANDISING COUNTERS 
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. First Garden Hose 


Built-in Sprinklers 


Customers say this is just 
what they wanted. You 
sell it for $7.50... get 


$2 extra on every sale. 


EF you're a gardener yourself, you'll 
get a lot of pleasure out of selling the 
new Goodrich Multispray. It comes 
so close to being exactly the sort of 
sprinkling system that every garden 
needs. 

The picture tells the story pretty 
plainly. What we have done is to 
build a spraying system permanently 
into Goodrich Maxecon hose. Spray 
heads about the size of tire valves, 
and spaced approximately 12 feet 
apart, are held upright by metal 
supports that slip on or off instantly. 

The spray heads are opened or 
closed by a few turns of the thumb 
screws. Two minutes turn the hose 
into a sprinkler, and just as quickly 
turn it back to a hose. 

You see the possibilities. For the 
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gardener, a lot of time and trouble 
saved. For you, a gardening spe- 
cialty that can very easily be made 
into a sales leader. An ingenious 
device that gives you something to 
talk about. 

Stress the fact that Multispray is 

made from Goodrich Maxecon, the 
Gold Wrapped hose. Extensive ad- 
vertising, continued during 1932, 
makes Goodrich Maxecon a lively 
item in any stock of gardening sup- 
plies. It sells readily at $5.50, the new 
advertised price. 
Equipped with the new Multispray, 
it will handsomely repay all the 
backing you give it. For every gar- 
dener has been waiting for a practical, 
fool-proof, built-in sprinkler. And 
you will have very little difficulty in 
persuading your customers that 
Multispray is it. 

Adequate display, a little extra 
sales talk, will switch many a pro- 
spective hose buyer to Multispray; 
bring you many an extra $2. 





Your distributor will be glad to 
demonstrate Multispray. He also has 
the full story on the new advertised 
price of Goodrich Maxecon that pro- 
tects your profits. Or if distributor 
has not been supplied please write us 
for full details. Kindly include name 
and address of your distributor. The 
B. F. Goodrich Rubber Company, 
(Est. 1870), Akron, Ohio. 


dsoodrich 
Miaxecon 
Garden Hose 


‘The B. F. Goodrich Rubber Company 
Akron, Ohio H.A.M. 
Gentlemen: Please send me more in- 
formation about the Goodrich Multi- 
spray. 





Name 





Address. = 
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This rugged pattern, with the feel and look of hand- 
forged hardware, is wrought of solid white bronze. It 
can’t rust. The handle and key plate (No. HF2671SK) are 
gracefully at home on the doorways of dwellings designed 
along European Provincial and Colonial lines. Equally 
decorative are the other Santa Fe pieces shown here: 
door knocker (No. HF5SK), bell plate (No. HF9126SK), 
letter-slot (No. HF388SK), strap hinge (No. HF28SK) 
and arch hinge (No. HF128SK). Set, including two strap 
hinges, Nos. 200 and 201; including one strap and one arch 
hinge, Nos. 100 and 101. Priced to sell in separate pieces. 
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NOW SARGENT OFFERS 


Santa Fe [SK] 


A Rustless New Design 


with a Hand-forged Effect 


THE European Provincial and Colonial types 
of dwellings, so popular among present-day 
builders, call for hardware of hand-wrought 
appearance. To bring the charm of forge- 
formed hardware to these modern doorways 
Sargent has designed the Santa Fe (SK) 
pattern. This quaint design, priced to sell 
easily, is sure to prove a profitable addition 
to your Sargent stock. 

Its ruggedness suggests the hammer and 
the forge. But the Santa Fe has a distinct 
advantage over the hardware of the ancient 
iron-worker. Like its two-successful prede- 
cessors, CK and BK, SK combines antique 
beauty with permanence. Every piece is made 
of solid white bronze, with hand-wrought . 
finish. It cannot rust or streak the wood- 
work. Its enduring quality and fair cost make 
it a sound hardware investment for you and 
for your customers. Sargent & Company, 
New Haven, Connecticut; New York; 


Chicago. Belleville-Sargent & Co., Ltd., 


Belleville, Ontario, Canada. 











SARGENT 
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Rc “Norwich” hammer by Maydole 
is the best hammer made to sell for 90 cents. 


Even if it weren’t marked “made by Maydole’” its 
quality would be.apparent. 


Other new Maydole tools are the Maydole non- 
mushrooming cold chisel, the 8-point hatchet 
and the patented rivetless Stillson type Wrench 
—strongest, simplest the world’s ever seen. 


Big claims? Big achievements! 


We're backing them by putting up our money 
to make Sales for you Now. 


Complete details of this plan have gone to you. 
If your copy missed you, better wire for “Let’s 
Cut a Melon’—that tells all. The plan is in op- 
eration now. Dealers who prepared are harvest- 
ing extra profits. Are you? 





TOOL CORP... NORWICH, &. Y. 





Maydole Hammer, 
Claw Type 





Norwich Hammer, 
Ball Pein Type 


» Maydole Hatchet 
Shingling Type 





Maydole 
Non-Mushrooming 
Cold Chisel 


es Se 
Maydole | 
Non-Mushrooming 
Drift Punch 


Se 


Maydole Patented 
Stillson Type Wrench 








HAMMERS “4 HATCHETS 4 WRENCHES “4 PUNCHES 
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CONTINUE TO 


CARRY THE 
STORY OF 


NICHOLSON 
FILES 


AGAIN the Nicholson File 
Company continues the 
unique newspaper advertise- 
ments which have contri- 
buted so much to the leader- 
ship of Nicholson Files both 
in industrial plants and the 
home workshop. 


This series of advertisements 
will lead new customers into 
your store, bring old ones 
back, and transfer money 
from the pocketbooks of 
both old and new custo- 
mers into your cash register. 


At Your Jobbers’ 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S.A. 


A FILE FOR 
EVERY PURPOSE 


HARDWARE AGE 





It takes only a little 


Stanley 
“Swing - Up” 
Equipment 
and 
only a little 


DP 
to sell it 


Garage doors equipped with the new Stanley 
“Swing-Up” Hardware Equipment “float” into 
position, either open or closed. Don’t let an 
opportunity pass to suggest “Swing-Up” Equip- 
ment for new construction or for moderniza- 








Advantages of Stanley 


No hardware visible or exposed to weather. 


Doors perfectly balanced they ae Yolo MET Lio) 






position 


position 
Requires no headroom above top of door 


Absolutely weather-tight. 


tion ofold. It’s absolutely weather-tight, fits old 
doors as well as new, and takes as little time to 
install as ordinary hardware—often less time. 


¢ Features of Stanley “Swing-Up” Equipment + 


Sturdy hardware equipment built to take care 
of light, medium and heavy doors. Fits doors 
from 8' to 9’ in width, 7‘ to 8’ in height and 134" 
to 134" in thickness. Other sizes made to order. 


There is no danger of doors hitting the top of 
a car in the garage ... Doors may be left in 
any position. 


Equipment includes two bridge truss braces to 
fasten two doors together firmly. A long strip 


Send for complete description of “Swing - Up” 


THE STANLEY WORKS 


is furnished to cover epening where two doors 
join in the center. This, together with heavy 
metal plates which serve as stops as well as 
weather strips, make the “Swing-Up” equipped 
door absolutely weatherproof. 


Ball bearing pulleys. Roller bearings on axle 


on which door swings. 


Doors can be locked with ordinary night latch 
and either keyed alike or master keyed with 
the house door. 


Equipment 


NEW BRITAIN, CONN. 


STANLEY GARAGE HARDWARE 


FOR EVERY TYPE OF DOOR 


“Swing - Up” Equipment 


Only equipment of its kind which locks inthe open 


no possibility of accidental closing. 
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Going like Hot Cakes SELLS AT 


Every housewife is interested in this 
Colonial Breakfast Skillet. Housewives go C 


for it, because it cooks the whole breakfast 















in one utensil. Cooks two or three foods 
over the same burner . . . saves fuel. Fries eggs in a sandwich shape. 


It’s practical! It’s handy! It’s new! It’s low in price! It has real style! 
These are the 1932 appeals that sell goods. Like all Griswold utensils, these 
new Skillets clean easily . . . last a lifetime. 


Phone your order to your jobber at once, or write direct to The Griswold 


Mfg. Co., Dept. HA-3, Erie, Pa. 


GRISWOL 





7, 8,9 sizes... . heavily plated 
«..requires no seasoning. 
Here’s quick business for you! 


At last... A Chromium 
Plated Skillet at $1.95 retail. ] 95 





Another Winner at 59c. Round 
Design Breakfast Skillet. Adam 
Meldrum & Anderson Co. in 
Buffalo, N. Y., had to reorder 


four times in two weeks. 
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Anticipation! 


Every dealer who displays the New 1932 Line of 
Union Hardware Fishing Tackle has a right to 
anticipate a “Good catch” the coming season. 


The “Bait” is right—that’s why Union Hardware 
Fishing Tackle lands customers as well as fish. 
More and more fishermen are buying 


UNION HARDWARE 
Fishing Tackle 


each year. They like it and recommend it—more sales 
for you. The new line includes: a splendid assortment 
of Steel Rods for Fly Casting. Telescopic, Muscallonge 
a cmon and Trunk Rods; also Split Bamboo Rods for both 


fresh and salt water use. 




















Reels that will delight your customers because of their 
sturdy construction and free, easy action. Particular 
attention is called to the New No. 7500 Level Winding 
. Reel of unique design—an outstanding seller; also the 
y ACUMINUM RODE ASE st No. 7200 Quadruple Multiplying Reel which has made 

unten . such a hit for general fishing; and the No. 150 Fly Reel 
—a great favorite for Trout. 
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No. 5 Steel Fly Rod 
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Pe 8 yey van — 
No. 168B Fly Rod 








Every item can be sold at POPULAR PRICES and at a 


very satisfactory profit. 


Your Jobber will supply you. 


Send for New Catalog which describes 
complete line of Rods, Reels and 


Sundries. 





No. 7169 Fly 





ss 
A strong and sturdy light weight Fly yt 
Reel, made of Duralumin. Built to 7 HARDWARE OMPANY 
carry full yardage of any Fly Line. A 
Permanent click with three adjustable = = 
wearing points. Line Guide designed No. 7505 
for heavy wear. haa = = r 
struction. Removable spool. un 
metal finish. ie A new type level winding reel quad- Reg. U. S. Pat. Off. 
ruple multiplying with oval shaped 
bakelite end plates. Adjustable jewel 
bearings with improved concealed oil 
caps. . a tension a. > 
lock oil caps and prevent losing. Bal- i 
coal Saar cee aa anaes tet New York Office: 151 Chambers Street 
tation horn handles. Adjustable click. 


All exposed metal parts chromium . 
plated. Capacity 60-80 yds. Established 1854 
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YALE DOOR CLOSER No. 570 
A sturdy, quiet and efficient door 
controlling device; easily applied. 


HARDWARE AGE 
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Just think of the opportunity 
you have to sell Yale Model 570 
Door Closers—to ring up new 
profits day after day. Why not 
go right after this lucrative busi- 
ness? They are easy to sell, in- 
expensive, they insure comfort 
and quiet, keep out insect pests. 
Every householder will want 
one...all you need to do is 
to put the idea in his mind. 


\ll| \l Wi 


\ ». 
SPRING 
és the time to have COMFORT 


and QUIEY 52 SALI 


PRING will soon be ushered in to the music 
of banging screen doors. Music? Not to the 
home owners! They may have endured the slam 







but they never enjoyed it. 


But—real music to the merchant who sells Yale 
Screen Door Closers. For, every nerve-racking, 
ear-splitting BANG is a sales argument for you. 


Now—get in a stock of Yale 
Model 570 Closers and make a 
real sales drive on them. Dis- 
play them in your window, on 
your counter—tell every clerk to 
suggest them to every customer. 


Write for profit details— 
also free folders, display 
cards, newspaper ads. 


THE YALE & TOWNE MFG.CO. 


STAMFORD CONN. U.S.A. 
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—it's “CASH-IN” time for 
you, with these Cyclone items 


Spring is here! And demand was never 
greater for hardware products of proved 
merit. A demand for baskets to collect 
and consume trash. A demand for screen 
cloth to keep out coming clouds of flies. 
A demand for fence to enclose the yard. 


Sse 





And for every demand—Cyclone gives 
you a ‘‘cash-in’’ answer. In baskets, for 
instance—'‘Burnit’’ and ‘‘Catch-All’’— 
two names made popular by Cyclone 
quality and low-price. Nationally adver- No. 3 
tised, of course. 


It's wise to have in stock 
the full line of Burnit 
Baskets—20-in., 23-in., 
and 28-in. heights. As well 
as the large, strong ‘‘Catch- 
all’’ Basket and the spe- 
cially designed square- 
cornered leaf basket. Also, our new 
Hexagon Poultry Netting . . . Display 
them—push them—talk them—and watch 
the ‘‘clean-up” brigade drift to you! “No. 2 


CYCLONE FENCE COMPANY 


General Offices: Waukegan, Ill. 


Branches in All Principal Cities 


Now Packed in Strong 
Fibre Cases—Cyclone Wire 
Screen Cloth 





SUBSIDIARY OF one aS srares STEEL CORPORATION 


Pacific Coast Division: 


STANDARD FENCE COMPANY 
Oakland, Calif. 


SOO 

SOX, 4, 

= yclone 
45” Chain Link 


Lawn Fence 





No. 1 
FENCE AND Me9fag” prooducts 
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Look for the 
STAR 


on the end 


Star Hack Saw Blades 
have always been iden- 
tified by the star on the 
end. This mark is your 
guarantee of quality—of 
performance—of greater 
hack saw value. 





For half a century Star 
blades have been recog- 
nized as the best money 
can buy—each type the 
best for the particular 
service for which it is 
recommended. 





Clemson’s latest achieve- 

ment—the Star Molyb- 

denum Steel Blade— is 

another instance of Clem- 

son leadership. For better 

. hack saws, ask your job- 
\ ber for Stars. 







CLEMSON BROS., Inc. 
Middletown, N. Y. 





HACK SAWS and 
BAND SAWS 





@ 2279 


16 





There Are Many 
Ways To Gain 
The Women’s Trade 


ND this trade is 
well worth hav- 
ing! Do you know 
that in some sections 
49% of the customers 
are women? How 
many of your custom- 
ers are women ? 


Items such as paint, 
varnish, lacquer, 
housefurnishings, 
kitchenware, electri- 
cal supplies, etc., all 
lend themselves to 
displays and sales 
ideas that willattract 
women to your store. 


Read thearticles that 
frequently appear in 
HARDWARE AGE 
telling how mer- 
chants everywhere 
are gaining this de- 
sirable trade. 


Hardware Age 


239 West 39th St. New York City 
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CARBORUNDUM 
Sales tips No-5 





CONSIDER THE FARMER 


MZHE Farmer has always been an enthusiastic, sure buyer of Carbo- 
Y@ee tundum Brand Sharpening Stones. 
Wy For sharpening his mower knife sections he buys that handiest 
@™ of all abrasive tools the Carborundum Brand 57 File. 
For sharpening scythes and grass hooks he buys Aloxite Brand Scythe 
Stones. 
Then, too, you can sell him the No. 198 General Purpose Stone for 


sharpening knives and tools. 





SLRS 25 pas res 





4 Or a combination stone for his work shop bench tools. 
Yes, the farmer is one of your best customers for Carborundum Brand 
f Products. 
In case you want to circularize those in your sales territory let us send 
Penge ta tol you a supply of leaflets ‘‘Carborundum on the Farm.” 
HOUR Glad to send you as many as you want—your firm name imprinted. 
Piso comll And by the way, we suggest that you order your supply of ‘57 Files’’ 
ss and the scythe stones Now for Spring delivery. 


THE CARBORUNDUM COMPANY «= NIAGARA FALLS, N. Y. 


REG.U.S. PAT. OFF. 


CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. 
(carsorunoum aNd ALox ITE ARE REGISTERED TRADE MARK $ OF THE CARBOR UNDUM COMPANY ) 
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You have studied “depression” charts. 
You have heard “‘depression’”’ speeches. 
You have read “depression’’ articles. 
You have dreamed “depression” night- 
mares. 

If you are ready now to forget “de- 
pression” and give a thought to faith, 
reconstruction, 


common sense and 


come with us through this page. 
vv First, some figures— 


By the end of 1930, the national wealth 
of America had reached the astounding 
sum of one hundred and ninety billions— 
one hundred and thirty-four billions more 
than in 1914, an increase of 71%. 

In our savings banks and trust com- 
panies, we have stored up more than 
twenty-nine billions. 

In safe-deposit boxes, in private hiding- 
places of all kinds, we have a billion or 
two more. 

We have, ready for use, more than nine 
and a quarter million bales of cotton, 
valued at about three hundred millions; 
and four hundred and twenty-nine million 
bushels of wheat valued at more than 
two hundred and fifty-seven millions. 

We possess uncounted millions of feet 
of unused lumber, tons of unused coal and 
wool and steel. 


What do these stupendous figures 


mean? 


That America has more resources 
than the next six nations—and can 


stand on its own economic feet. 
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Men and Women of America: 


RECONSTRUCTION 
Is in YOUR HAnps! 


* 


That, if these resources are put to 
work, instead of being allowed to lie 
idle, America will rapidly approach a 
normal condition and benefit all the 
other nations of the world by showing 
a way out. 





The Re-Employment 
Drive Is On, Too! 


In nearly 11,000 cities - and 
towns, local civic bodies, the 
labor organizations, employers 
in industry and commerce, and 
the American Legion, have 
joined together to put men and 
women back to work immedi- 
ately. They are succeeding— 
by adding work, by making 
work, by spreading work. Al- 
ready, community after com- 
munity has reported employ- 
ment increases. Each new em- 
ployee means a new purchaser 
for more products of more 
workers. That’s the circle 
which leads to prosperity. Go 
to your local organized head- 
quarters and ask what you can 
do to help. 











THE NATIONAL PUBLISHERS’ 


“As the most nearly self-contained nation, we have within 
our own boundaries the elemental factors for recovery.” 





(From the Recommendation of the Committee on Unemployment Plans and Suggestions of the President’s Organization on Unemployment Relief) 


ASSOCIATION 















Let's put this wealth 
to work—NOW! 


We're going to put this wealth to 
work—we’re going to do the sort of 
thing we did in 1921. Back there, 
three years after the war, when the 
country was in the depths of economic 
despair, the War Finance Corpora- 
tion helped lead us into the light of 
an unprecedented period of prosperity. 

“We steadied the situation,” said 
Eugene Meyer in the reconstruction 
year of 1922, “by taking over the 
slower loans that were good, remov- 
ing the necessity for forced liquida- 
tion and putting the banks in position 
to carry their customers for a longer 
period ‘and to make new loans where 
adequate security could be obtained. 
But our loans have done more than 
this—they have provided that element 
which is so necessary in all businesses 
—the element of confidence.” 

The Reconstruction Finance Cor- 
poration, of which Mr. Meyer is 
Chairman and General Charles G. 
Dawes is President, has been empow- 
ered to use a vast fund of two bil- 
lions of dollars to relieve credit 
stringency, to strengthen the sinews 
of business and to restore faith. 


Let’s get behind it and push! 
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or that “Outdoor Living Room’ 


—another of the many uses of 


tePeerless Folding furniture 





Manufactured by “The House of Tucker’ 
TUCKER DUCK & RUBBER C6O., Fort Smith, Ark. 








A Furniture Sensation 
Sweeping the Nation! 


From “The House of Tucker” comes the 


PEERLESS LINE of Folding Furniture. 


Well made—colorful—comfortable furni- 
ture for office, hotel, camp, club, yacht. 
home, and lodge. This furniture is fin- 
ished in natural varnish, and in a variety 
of colored lacquers. Colors that will har- 
monize with any color scheme. 


A line of Quick Sellers that make a 
Quick Profit for you!!!! 





” 


No. 35-RN. Another of the new “35 
chairs. Red lacquered frame shaded in 
black, with black canvas cover, and 
modernistic design of green, red, and 
yellow. 

May also be had with the Green lac- 
quered frame, shaded in black and 
orange canvas covers, with design in 
green, light red, and blue (35 GN) 





No. 11 FR 






cial orders. 


No. 40-FS. 


rest. 


No. 11-FR. 
Furniture with or without arm and foot-rests. 
frame, with red, blue, green, and gray striped canvas covers. 
Wood slat foot-rest. This Chair may be had in various color 


combinations; also with canvas canopy. 


The Well-Built, 
Won’t-Tilt Tuck- 
er'way. In addi- 
tion to the natu- 
ral finish (beech), 
these wood fold- 
ing chairs (both 
the adult and ju- 
venile sizes) are 
finished in red, 
blue, green, 
orange, lacquer. 
Black and Wal- 
nut are also 
available on spe- 


No. 3 PEERLESS O. D. COT. Comfortable, strong, well built. Self adjusting to uneven grow 
Good 13-ounce olive khaki, 32-inch double filled duck; specially woven, sewed, tacked and rivete 
Closed, a compact package with handle. id 


No. 35 BF 





Blue lacquered frame shaded in black, 
with orange, blue, green, and white 
striped canvas covers. These chairs are 
finished with or without fringe. 

Other color combinations are: Chi- 
nese red frame with red, green, white, 
and blue striped canvas; yellow frame 
with orange, blue, green and white 
striped canvas; green frame with green, 
red, white, and blue striped canvas. Al] 
colored frames are lacquered. This style 
Chair is also finished in Natural Hard- 
wood, varnished with canvas cover of 
extra heavy olive drab. 


Other Finishes of the Tucker’way 


One of the Reclining Series, with or without arms and foot- 
The frames are made of mixed lumber, with Natural Varnish finish. 
The covers are made of woven stripe canvas in green and 
gray (as illustrated), or in orange and _ black. 
can be used as a leader, as it is very moderately priced. 


This Chair 


One of the famed No. 11 Series of Folding 
Red lacquered 












No. 35 OT 


OUR NEWEST CREATION!!!! “T 
SEA BREEZE.” Finished as_ illustrat 
above. Other finishes are: Red frame wi 
black covers, the design in bright harm 
nious colors; green frame with orange col) 
ers—design in colors; blue frame wie 
orange covers, and gay colored design. 
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Our New 1932 Cata- 
log illustrates in col- 
ors the entire 35 line. 
Send for your copy! 


. No. 40 FS 
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SPECIFY “SHELBY” HARDWARE 


; for your spring needs 
Ask for catalog 





Re 


showing complete line of builders’ hardware 
_=3 THE SHELBY SPRING HINGE CO., Shelby, Ohio 


Coast Representative: Pond Hdwe. Specialty Co., Los Angeles, Calif. 











E=— —— =" 




















MYERS “srr" SPRAYERS 


Another spraying season is approaching. Soon your cus- 
tomers will be dropping in to purchase spray pumps and 
supplies to spray their trees and gardens and to disinfect 
their barns and outbuildings. 









In spraying as in other activities about the farm per- 
formance counts. Not for one or two sprayings alone but 
for uniform year after year service. Here is where Myers 
Compressed Air Sprayers give users complete spraying sat- 
isfaction. Superior quality for durability combined with 
exclusive features for efficiency and thoroughness mean 
more to the discriminating buyer than artificial sales stimu- 
lation through inferior quality at an unprofitable price. 


A quality line, nationally advertised, universally sold. You 
will find Myers Compressed Air Sprayers and the many 
other styles of Myers Hand and Power Spray Pumps will 
continue to attract profitable business during the important 
spraying months just ahead. 
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If you have not as yet received a copy of our new Spray 
Pump Catalog, No. SP32, with dealers’ prices and terms, 
write or wire us. 
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THE F. E. MYERS & BRO. CO., Ashland, Ohio 


Pumps—Water Systems—Hay Tools—Door Hangers 
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Hardware 
Store”’ 


Say Millions of 
SPRAYIT Ads 


SPRAYIT is doing more than just telling you 
about Plantilizer (the new fertilizing method). 
Sprayit is advertising this item in the maga- 
zines shown, throughout the selling season. 
The public will know about the new, easier 
way of fertilizing. 


It Will Sell 


Why are we so sure? 1st—lIt’s the easiest 
way to fertilize. 2nd—It’s cheap. 3rd—lIt 
sold splendidly last summer (without adver- 
tising). Dealers who place the display carton 
on their counters or in their windows, hook- 
ing up with our advertising, may be sure of 
a fast moving, profitable item. Those dealers 
we were able to supply in 1931 found it one 
of the livest items in their store. 


More Live Items 


Stimulate your business volume with new, 
fast selling specialties. See for yourself— 
send for catalogue No. 32 describing the 
new Sprayst-Hydro Mixing Nozzle for ap- 

lying garden insecticides and fertilizers. 

he new Sprayit Wax-Vac outfit for waxing 
floors and last but not least — the famous 
G. V. Hand Sprayers. 


Also special catalogue No. 41 upon re- 
quest, covering complete line of Sprayit 
Power Paint Spraying Equipment. 


ELECTRIC SPRAYIT COMPANY 
1703 E. Colfax Ave., South Bend, Ind. 





PLANTILIZER Display 
Carton—A proved seller. 
Properly displayed will 
produce excellent “‘self’’ 
sales. Write for details. 


SPRAYIT 


PLANTILIZER 
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IDIXON | 
eee MAKES THE | 
ADVANTAGES OF 


GRAPHITE 


AVAILABLE TO INDUSTRY 


For more than a century the Joseph 
Dixon Crucible Company has pio- 
neered in applying the advantages of 
natural flake graphite to the lubri- 











































cation problems of Industry. 

The. graphite used in all. DIXON 
GRAPHITE PRODUCTS is a natu- 
ral flake graphite which in purity, in 
uniformity, in lubricating and_ pro- 
tecting qualities has never been 
equalled. 

Our obligation to Industry is that of 
incorporating in DIXON GRAPH- 
ITE PRODUCTS the full benefits 
with which Nature has already en- 
dowed Graphite. That this trust has 
been fulfilled is evidenced by Indus- 
try’s recognition and acceptance of 
Dixon Graphite Products. 


DIXON GRAPHITE 
PRODUCTS 


Flake Graphite Graphite Seal 

Graphite Cup Grease Pipe Joint Compound 

Waterproof Graphite Industrial Graphite 
Grease « Paint 


Write for Circular 40-C 


JOSEPH DIXON 
CRUCIBLE COMPANY 


Established 1827 


OK 

















Jersey City New Jersey 
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ANY PLACE—ANY CO! 
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On the coast with its destruc- 
tive salt air—along the railroads 
or manufacturing districts with 
its destructive sulphuric laden 
atmosphere—sell them Cortland 
Wickwire bronze. Sell it to the 
man who cares, who wants the 
best. 


WICKWIRE CORTLAND 
BRONZE ~ 


for Durability ~ 


Wickwire Cortland Bronze Wire Cloth is made from a special 
alloy, 90% copper and 10% zinc, producing the elasticity and 
durability of hard steel wire cloth; providing the only positive 


protection against corrosion. 


Other Popular Cortland Wire Cloths 


GRAY-WICK: Made from rust resisting, copper-bearing steel and 
further protected by dull finish, electro-galvanizing and a coating of 
white transparent varnish. 


CORTLAND BLACK: To meet the demands for a durable wire cloth 


at a lower price. Uniformly woven and finished in ahard elastic enamel. 


CORTLAND PREMIER: 50% heavier than the standard grade, made 
of rust-resisting, copper-bearing steel and dull finish electro-galvanized. 
Now made in 14 mesh, 32 gauge wire. For severe service. 


Made to comply with specifications adopted by the Bureau of Stand- 
ards, Department of Commerce. 





prea ett 








Now shipped in 
strong individual 
roll fibre cartons, 
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Special Announcement .... 





A New and Handsome Profit on 
ATKINS New Pruning Shears 























IF YOUR 

JOBBER CAN 

NOT SUPPLY YOU 
WRITE TO US FOR 
PROMPT DELIVERY 





HERE ARE 
YOUR PROSPECTS 


Agricultural colleges, 
Electricians, Linemen, etc., 
Farmers, 

Florists, 

Fruit Growers, 

Gardeners, 

Garden Club Members, 
Golf Clubs, 

Home Owners, 
Horticulturists, 

Landscape Gardeners, 
Street Maintenance Depts., 
Tree Surgeons. 











12 SELLING FEATURES 


Draw in—Shear Cut 
Produces a smooth surface 
Stays sharp a long time 
Duro aluminum anvil 
Broad knurled grip handle 
Firm finger grip 

Will not pinch the hand 
Spring steel handle lock 
Safe for pocket carrying 
Nickel-plated—rust resisting 
Capacity—1\%” in Diameter 
Very light, 8” long; weight—10 ozs. 


Cen anwawnd = 


— 
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Here is the finest pruning shear ever made—small enough to handle without 
cramp or strain, yet large enough to cut small limbs and twigs easily and 


quickly. 


Most pruners have been used to tackling a tough branch by seizing 
the ordinary Shear with both hands and-bearing down. Even then 
they look for the blades to slip and slide. But this ATKINS 
Shear cuts sharply, quickly, and easily with the grip of one 
hand only. Easy for women to use. And there is never a 
slip or a slide of the blade. No strain, no undue pres- 
sure, no painful pinching of the palm. Here is a Shear 
that will do the job. It has no equal for down- 
right and sturdy strength and ability to cut clean- 
ly and easily without cramp or strain. 


And here is a Shear that will open a tre- 
mendous new field of business and a new 
line of profit. Stock NOW. Get in 
touch with your jobber TODAY. 
Every moment saved means more 

dollar profits gained. 






A 

NICE 
PROFIT 
; FOR YOU 


ORDER 
TODAY 





ALLOY STEEL, REINFORCED, LONG NO UNNECESSARY HAN- 
TAPER GROUND, DRAW IN OR OLE STOPS TO PINCH THE 
SHEAR CUT KNIFE EDGE BLADE PALM OF THE HAND 
BROAD KNURLED 
HANDLE GRIP 








They pay the dealer a handsome profit. 
Easily sold to those who have been dis- 
ies we " appointed by wasting good money on 

a 5 cheap shears, and to those who want high 
grade shears at nominal price. 





REMOVABLE DURO 4 
ALUMINUM ANVIL 4 








SPRING STEEL 
HANDLE LOCK 


FIRM KNURLED 
FINGER GRIP 


If your jobber cannot supply you 
with the new Atkins No. 100 Shear, 
write to us and we will see that you 


NOTE—The many are supplied promptly. 


high-grade features. 





Ek. C. ATKINS and COMPANY 


INDIANAPOLIS 
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How Frank T. Budge 
Company, of Miami, 
Florida, built up a 
trade in aviation 
hardware supplies. 


SIDE LINE added to the 
A regular stock of a hard- 

ware store that brings in 
additional business amounting to 
approximately $25,000 per year, 
and offers possibilities of doub- 
ling that amount, is worth con- 
sidering. 

How Frank T. Budge Com- 
pany, of Miami, Fla., built up 
a trade in aviation hardware and 
supplies which last year amount- 
ed to approximately $25,000, 
and is expected to exceed that 
figure by at least a 100 per cent 
increase in volume within a 
short time, is of interest. 

The Frank T. Budge Company 
started business in Miami some 
thirty-five years ago. They were 
in their present location before 
the first railroad came into town. 

When a few years ago Miami 
became one of the foremost cities 
in America in point of aviation 
interests, Frank T. Budge Com- 
pany was prepared to cash in on 
the needs of the aviators and the 
airport management. 

The company has six solicitors 
on the field at all times, and one 
of these devotes his entire time 
to the aviation business. He 
visits each airport every day, so- 
licits business and books orders 
for needed supplies. Where it 
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A window of the Frank T. Budge Co., Miami, Fla., featuring aviation hardware. 


A Side Line mat 
Adds *25.000 


is necessary to obtain special 
prices on any item this is done. 
Some of the larger companies, 
such as the Pan American Air- 
ways, may purchase a part of 
their supplies through the New 
York offices, but because price 
and quality is right, and prompt 
deliveries may be had from the 
Miami house, a large part of 
their requirements in the hard- 
ware line are obtained right here. 


The Matter of Service 


The matter of service has 
played no little part in securing 
this aviation business for the 
Frank T. Budge Company. Al- 
though all the airports are lo- 
cated miles distant from the 


store, deliveries are made in 


from thirty minutes to an hour 
if the need for material is urgent. 
And the quantity or size of the 
order has no bearing on the 


promptness of delivery. An 
order for but a half dozen of 
some special size screw is given 
the same care that would be ac- 
corded one for a truck load of 
material. Regular delivery ser- 
vice to the airports is made once 
or twice daily. And emergency 
calls always have immediate at- 
tention. As for instance when 
recently the manager was called 
out of bed at 2:30 in the morn- 
ing to go to the store and get a 
needed item for an emergency 
job. There is never any extra 
charge made for special service. 

Aviation supplies are not kept 
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separate in a distant department. 
They are too varied in character 
for that. But regular goods in- 
tended for aviation use are han- 
dled in each department, with a 
manager in charge of the avia- 
tion business. 

In the matter of paints, for in- 
stance, there are a number of 
special lines used exclusively on 
airplanes. This includes the 
varnishes, lacquers and special 
enamels, as well as brushes. 

A full assortment of special 
wrenches such as only this line 
of business will use are carried 
at all times. The same is true of 


other tools used exclusively by 
aviators. A complete line of na- 


tionally known aviator tools is al- 
ways on hand. 

Aluminum screws is another 
item. Because of their weight 
only aluminum screws are used 
in airplane construction. The 
only complete stock of this screw 
in the entire South is to be found 
at Budge’s. 

No navigator’s tools or special 
aviation instruments are carried, 
but a large line of miscellaneous 
items are sued. Here are some 
of them: Electric cables, light 
bulbs for radio panels, sheet and 
tube backlite, welding iron, fab- 
rics, masking tape, strip brass, 
mechanics clothes, etc. Cushions 
are also frequently called for,— 
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Real Opportunities for Profits in Mechanical Drawing Sets 








Huey & Philp of Dallas, Texas, always use a very attractive window display, 
special newspaper advertisements are run that have a decided tie up with the 
window. Artists’ supplies and mechanical drawing sets are featured. 







When the schools open special salesmen are sent out, with special show cases, 
with the correct sets that each student will require for his course, they are also 
recommended by the instructors. These display cases are left in the class rooms, 
in a very prominent place for several weeks, before they are removed. 








When students do consider the purchase of instruments, they know exactly what 
store to go to, how much they are going to spend, in fact there is no salesmanship 
required, for the show cases are silent salesmen. 
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For Manual Training and 
Mechanical Drawing Students 


Most every item for your SCHOOL and UNIVERSITY work can be pur- 
chased in our Architect and Engineer Supply Department 
at moderate prices! 
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FREDERICK POST'S $ 9 
MECHANICAL DRAWING 4 5 
SET SPECIALLY PRICED AT 


Set Consists of the 
Following : 





Jest the proper set for the beginner. 
Obtained in Morocco finish, 
velv et-limed case. 











T-SQUARES— 
PENS—PENCILS— 
ERASEBS—INKS— 
RULERS—TRIANGLES- | 
DRAWING SETS— 
DRAWING PAPER— 
SLIDE RULES. 








Padlocks---for Student's Locker 
We have the Corbin, Yale and Combination Padlocks, 
Priced from 49¢ and up. 


HUEY & HILP 
HARDWARE JL COMPANY 


Elm and Griffin Sts. 




















the small extra cushion needed 
for comfort of pilot or passenger. 
Firearms are often furnished, 
particularly for planes bound for 
Central or South American 
points. In the event of a forced 
landing in an unknown country 
the pilot needs to be well armed, 
and so in the Sporting Goods De- 
partment is carried a line of 
rifles and revolvers especially 
adapted to this purpose. 
Convincing the purchasing 
agents and managers at the air- 
port that Frank T. Budge Com- 
pany could and would furnish 
the proper type of supplies at the 
right price was not altogether an 
easy matter. They had to be sold 
on the proposition of buying from 
a local dealer. Today the larger 
concerns such as Pan American 
Airways, All American Airport, 
Curtiss-Wright Company and 
others are ordering fully 75 per 
cent of their hardware and simi- 
lar requirements from the Frank 
T. Budge Company. This indi- 
cates that they have all been sold 
on the plan. (Continued on page 53) 


27 






















TRADE WINDS 


by LLEW S. SOULE 


Two Kinds of 2 pw of the really big 


6 cai jobs in connection 
Hoar ding with the regaining of pros- 


perity is that of persuading 
people to put their hoarded money back into circu- 
latién. Money is the life blood of commerce and a 
good circulation is essential to business recovery. 
Therefore the fact that approximately a billion and 
a half of good American dollars are hiding in socks, 
under mattresses and in safe deposit boxes, is a 
serious matter; so serious that President Hoover has 
deemed it necessary to rally about him some 40 
National Associations with a combined membership 
of twenty million, in an organized drive to coax this 
hoarded money into the channels of trade. 


The Reconstruction Finance Corporation cannot, 
however, be expected to do the whole job of buttress- 
ing our banks and mobilizing credit. It can and 
does provide the necessary back log for confidence 
which is the logical antidote for the epidemic of fear 
which has caused hoarding. People will bring their 
dollars out of hiding once they cease to be afraid of 
losing them. 


Unfortunately the common people are not the 
only hoarders. Some of our leading bankers are 
likewise guilty. Two of the biggest financial insti- 
tutions in the country recently announced that their 
assets were “over 70 per cent liquid,” which means 
that less than 30 per cent of the money intrusted to 
them is at work. 


In the hardware industry, many retailers and 
wholesalers are, in effect, “hoarding,” by refusing 
to carry adequate stocks. Manufacturers are like- 
wise “hoarding” by refraining from bringing out 
new items which would stimulate trade. All down 
the line there is hoarding in the form of reduced 
advertising at a time when constructive advertising 
is absolutely essential ‘in order to stimulate buying 
and maintain interest in the so-called established 
lines. When prosperity returns néw lines will have 
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replaced many old “stand-bys,” the makers of which 
have practiced hoarding in the matter of advertising. 


From the standpoint of credit rehabilitation, it is 
hard to distinguish between a dollar buried in the 
back yard and one buried in a bank vault or other- 
wise withheld from circulation. 


RICE discrimina- 
Pen and the “in- 
side deal” have just re- 
ceived a heavy “wallop” 
in the announcement of the Colgate-Palmolive-Peet 
Company to the effect that hereafter any dealer who 
buys as much as $35 worth of the company’s prod- 
ucts will be allowed the same percentage of discount 
as the largest buyer. 


A Wallop at 


Diserimination 


Printers’ Ink, in commenting on the matter, says: 

“In the days when the chains were riding high, 
the rock bottom discount was determined by the 
shrewdest bargainers. The result was, that under 
the guise of quantity discounts to large buyers, man- 
ufactuters were offering merchandise to chains and 
department stores at prices that made independent 
competition almost impossible. There is still far 
too much of this practice going on—but there are 
signs that it is diminishing. 

“During the last two years the independent retail- 
ers have shown their teeth—and the teeth have 
proved to be pretty sharp. In this toughest of times 
the independents have shown a surprising vitality.” 


The action of a company as large as the one re- 
ferred to cannot help but have its influence on manu- 
facturers in all fields. Evidently a “showing of 
teeth” is a potent weapon in awakening certain mer- 
chandise producers to a realization of where their 
price and discount policies are leading them. It is 
one case where a “Bite” is decidedly more effective 
than a “Bark.” 


HARDWARE AGE 































last 
year 








es 
Advertising 


Donations 


Bob Butler’s 

budget with which 

he expects to check 
useless expense 


Weed ’Em 
and REAP 


«s OU’RE just the man I’m 
\ looking for, Old Vet. I 
need brainy help in large 

lots this morning.” 

Thus did Bob Butler, the hard- 
ware man, greet his good friend, 
the Old Veteran, one crisp Janu- 
ary morning. 

“H’m, resolutions, I reckon,” 
the Old Veteran ventured. 

“Right! Good resolutions on 
bad expenses! Just listen to this 
sermon: Expenses are the weeds 
in the garden of merchandising. 
Just like any other garden, if 
you neglect it the weeds will 
grow faster than the plants. If 


anuary 


should | this 
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should | this 
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by MURBAY C. 
FRENCH 


you don’t weed expenses con- 
stantly they will soon choke the 
profits you are trying to reap. 

“So here’s my theme song for 
1932: ‘Weed "Em and Reap; 
Weed ’Em and Reap’!” 

The Old Veteran chuckled. 
“Seems to me I heard you say 
something like that last year. . . 
and year before too. 

“Oh well, hardware men are 
all alike. Every year when the 
final statements are made up they 
raise a big hullabaloo about the 










A request from a good customer for a 
$100 donation starts the Old Veteran and 
Bob Butler off on another interesting talk 





exorbitant and unreasonable ex- 
penses. The figures look so big 
when totalled for the year, yet so 
tiny as they pass under their 
noses day by day. 

“So they rave for a couple of 
weeks about cutting expenses. 
Then some way they become all 
wound up in other things and ex- 
penses drift along as usual.” 

“Tm guilty, Pll admit,” But- 
ler groaned. “But this year is 
going to be different. I’ve got a 
budget now! Well... I mean 


I have a piece of paper here 
(Continued on page 49) 





GROUP A, which can be budgeted 





For Budgeting Purposes, Expenses Fall Into Three Groups 


GROUP B, which can be budgeted 


GROUP C, which cannot be bud- 








on a monthly basis. Usually 50 to on a six month or yearly basis. geted. Usually 20 to 40 per cent 
65 per cent of the total expense. Usually 10 to 25 per cent of the of the total expense. 
total expense. Rent Interest 
Salaries Supplies Light, Heat, Water Insurance Equipment 
Advertising Delivery Telephone, Telegraph Taxes Depreciation 
Donations Repairs Miscellaneous Bad Debts 
MARCH 3, 1932 29 





When Is Service 
SELLING Service 


der a service that will build 

good will for the future. But 
future sales will not pay present 
overhead. What many mer- 
chants must develop is a service 
that will bring some immediate 
profit return, while storing up 
orders for another day. 

The service delivered should 
be a selling service—aimed at 
moving goods from the shelves 
and saving the customer time, 
labor, money—or providing a 
standard of comfort and 
convenience. 

One of the best sources of 
prospects for immediate sales 
and profits is the repair depart- 
ment. Many such departments 
are operated for only one reason, 
and that is to increase the volume 
of new goods sold—by uncover- 
ing the best prospects. But—all 
too often—a repair service is 
operated for the convenience of 
the community—a procedure that 
is unprofitable for the merchant, 
and sometimes found economi- 
cally unsound. 

There are in use today many 
pieces of out-of-date equip- 
ment that need frequent 
repair. These re- 


[ is not a difficult task to ren- 


new 


Keep on_ the 
service road 
that leads 
somewhere. In 
other words, 
make your ser- 
vice a_ selling 
service. 


by DENNIS A. MERRIMAN 


pairs are costly to the owner, 
and considering the time in- 
volved, of little profit value to 
the merchant. How much more 
satisfactory to sell a new, up-to- 
the-minute piece of equipment— 
that will save the user money in 
the long run, avoid costly delays, 
insure faster, better results—and 
prove a profitable transaction for 
both parties. 


Service Should Pay Its Way 


There is a tendency in times 
like the present to overdo in the 
practice of economy, to the point 
where it might prove a costly ex- 
periment to the merchant’s sales 
ledger. A machine that refuses 
to run periodically —that is al- 
ways in need of repair and atten- 
tion—is an expense—an_ un- 
profitable investment. It re- 
mains for the dealer to point out 
the new advantages of modern 
equipment, and the saving 
that can be effected , 
through its imme- 
diate pur- 
chase. 
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Very often, a merchant will ac- 
cept the “economy fad” as a rea- 
son why more people cannot be 
sold from the old to the new. 
There is danger in this pessi- 
mistic viewpoint. Pessimism is 
not good for business. 

There are many excellent ex- 
amples of “selling service” be- 
ing practiced today that prove 
valuable. A few of them will 
help to indicate the type of pro- 
motion that must be applied to 
service in order to get results for 
sales. 


Give Direction to Service 


A dealer, successful in mer- 
chandising a particular product, 
offers a free paint and inspection 
service to home owners, each 
Spring and Fall. The plan has 
been well thought out and is 
highly productive. The service 
rendered in this instance reveals 
the need for cleaning, repairs or 
a complete new installation. It 
is a “selling service.” 

Most merchants who maintain 
a delivery service consider it an 
unproductive overhead, operated 
at no profit or at a loss, for the 
convenience, of the trade. A 


(Continued 
on page 52) 
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The 


Sino-Japanese 


NE of my readers ‘writes 
QO that he enjoys my articles 

most when I write about 
nothing in particular. He states 
that recently I have been writing 
business articles, and he would 
like a change. Therefore, like the 
politician, I will try to please 
everybody by dropping business 
and giving my views of the Sino- 
Japanese War. First of all, I 
must admit that I don’t know 
what Sino means. Possibly it 
has something to do with the 
sinus. 

Recently we have had a string 
of holidays. First Lincoln’s 
Birthday, which happened on a 
Friday. Then here in New York 
it was hardly worth while to 
come to town just for the fore- 
noon on Saturday, so all of us 
took a vacation of Friday, Satur- 
day and Sunday. I can’t see 
where business was affected! 
Then along came Washington’s 
Birthday, which happened on a 
Monday, so we had Sunday and 
Monday. Now I must admit that 
most of these five holidays I have 
devoted to the Sino-Japanese 
War, trying to find out what it 
was all about. 


A War That Isn’t a War 


This of course is really not a 
war, as is carefully explained by 
both parties, because war has not 
been declared on either side. 
However, it seems to me that if 
either a Japanese or Chinese 
passes out of this life as a result 
of a dum-dum bullet, they would 
have a cause for complaint in the 
fact that they lost their lives 
when no war had ever been de- 
clared. 

I read that Secretary Stimson, 
in one of his numerous notes, 
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Mystery 


has informed the Japanese that 
they cannot hold any land or 
property which they have taken 
by violence. I also read where 
the Japanese Premier states that 
Japan has not the slightest idea 


_ of taking any land or property 


from the Chinese. The whole 
trouble, it seems, is that China 
was overridden by bandits, and 
the Japanese have appointed 
themselves the protectors of China 
from the Chinese bandits. Dur- 
ing the early part of the “war” 
in the news dispatches we read 
a lot about bandits, but that was 
in Manchuria. We don’t seem 
to read so much about bandits 
since the seat of war slipped 
down to the vicinity of Shanghai. 

However, it seems that one of 
the initial causes of these “visits” 
from the Japanese to China (we 
say “visits” advisedly because 
war has not been declared and 
the Japanese are not doing any 
official killing — every Chinese 
killed is killed unofficially) is 
because of the fact that the Chin- 
ese boycotted Japanese goods. 
As about 40 per cent of the sale 
of Japanese goods was to China, 
a 100 per cent boycott by the 
Chinese has had a very bad effect 
upon Japanese trade. The Ori- 
ental mind must work somewhat 
differently from ours. The Japa- 
nese, having attempted by high- 
powered salesmanship and other 
Occidental means, to get back the 
trade of China and having failed, 
have decided the proper way to 


treat their best customer is to 
make an unofficial visit and then 
by means of bombing airplanes, 
high-powered guns and rifles, 
etc., to shoot him back into line. 
It does seem to me, without at- 
tempting to be humorous that 
Japan is resorting to high-pow- 
ered guns in place of high-pow- 
ered selling. Now, just at this 
writing, strange to say, it seems 
that the Chinese around Shanghai 
are putting up very strong sales 
resistance. 


Fort-itude 


The Japanese battleships for 
some two weeks past have been 
steadily shelling the Wo-Sung 
forts. The Wo-Sung forts have 
been frequently silenced, but 
then they come to life again and 
shell the Japanese battleships. 
So far we haven’t heard of any 
casualties, either on the ships or 
in the forts. Either both nations 
are indulging in a very rigid cen- 
sorship, or the gunners who han- 
dle the large calibered guns on 
both sides, are very poor marks- 
men. One would suppose that if 
battleships anchor themselves 
right in front of a fort, that the 
forts could at least succeed in 
shooting a chimney or two off 
the battleships. If this were 
done, possibly one of the battle- 
ships, not having any chimney, 
would smoke out its own crew. 
However, from very careful read- 
ing of the press, the battle be- 
tween the forts and the ships goes 
on merrily without anything hap- 
pening on either side. 

Then I read that practically 
every nation in the world, with 
the exception of Switzerland, has 
sent battleships to Shanghai. The 

(Continued on page 51) 
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Windows That Have a Well Directed 
PUNCH will SELL 


IS week’s windows feature of the hardware store. Our first & Allen, Norwich, N. Y. This is 
specific lines of merchan- — selection, featuring hand tools, a comparatively simple arrange- 
dise from two departments _was used by Reynolds, Robinson _ ment and certainly focuses the at- 
tention upon the 
line offered. The 
two windows de- 
voted to kitchen 
equipment suggest 
appealing arrange- 
_ments to interest 
the housewife. 
They are arranged 
in a wide window 





and a small square 
one, but either may 
be accommodated 
“to your space by 
opening or closing 
the arrangement. 
We call atten- 
tion to the window 
of the Pickett 
Hardware Co., 
Warren, Pa., in 
which the uniform 
price ticket plays 





an important part. 
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NE of the most EF A C E “language,” as near- 
potent forces ly as we can, it 


in China and 
Japan is what is 
known to the Ori- 
ental as “face.” It is a sort of 
unknown creed, quite as impor- 
tant as ancestor worship, which is 
now playing and has always 
played a part in the relations of 
these countries with each other 
and with the world at large. 
Translated into terms of western 
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means dignity, 


by J.A.WARREN pride, self - respect, 


honor, glory, or 
what have you. To be strict- 
ly accurate, it means, to the Ori- 
ental, something more; but for 
general purposes it differs little 
from our western idea of pride. 
The phrase so often used “he 
saved his face” may well have 
been derived from this ancient 








creed of the Chinaman and Jap. 

History shows that both these 
countries have suffered lack of 
progress because of this insistence 
upon face saving. Many times it 
has taken long and tedious effort 
to save the face of both parties. 
“Face” is evident as a cause of 
delaying peace moves that would 
end the present struggle in China. 

Much progress in American 
business is being delayed in the 

(Continued on page 48) 
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T a recent central western 
group meeting Grant’s and 
Kresge’s came in for consider- 
able criticism because of alleged 
cut prices on certain well known 
merchandise. Upon the chair- 
man’s request, specific examples 
were given as lubricating oil and 
floor polish. A show of hands es- 
tablished average hardware store 
sales prices at 23 cents and 39 
cents and the impression that the 
chains mentioned were selling 
below these figures. Returning to 
my hotel that night, in company 
with the chairman, imagine our 
surprise to find one of the chains 
featuring these items in the win- 
dow at 27 cents and 43 cents. 
Let’s know our facts! 


— HA — 


Talking to the Illinois conven- 
tion, J. W. Busch, Illinois utility 
executive, said the recent anti- 
merchandising laws of Kansas 
were doubtful aids to the inde- 
pendent retailers who worked so 
hard for their passage. He told 
of a large collection of news- 
paper clippings in his office, ad- 
vertising in Kansas towns, free 
goods and selling terms that put 
previous utility offers to shame. 
A most discouraging phase of his 
report was the statement that 
some of the ads were those of 
hardware stores in that territory. 


—— 


This is often the active season 
for promoting new legislation on 
business matters. In the past, al- 
most anything that was labeled 
“anti-chain” or had some other 
title that suggested a disadvantage 
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to competition, was 
received with great 
hurrahs. Let’s take 
two good looks at 
every measure we are 
asked to support or 
endorse, and _ study 
the full facts before rushing into 
resolutions of approval. So- 
called chain store taxes are not 
likely to seriously handicap chain 
activities. The publicity sur- 
rounding hearings on them, how- 
ever, may cause the consumer to 
wonder if the chains are being 
abused—it is very profitable to 
play the martyr with an American 
public. Als6, if chains are taxed, 
why won’t politicians use that 
progress as the opening wedge 
for taxing all retail stores? 


—_—sxwWaA ————— 


Brooklyn has a lot of smart 
hardware men. R. J. Atkinson 
sells old boxes and crates to near- 
by factories, getting anywhere 
from 10 cents to one’dollar a 
piece. Henry Bond sells odd 
lengths of 1% inch mesh wire to 
doctors to use in making splints 
and odd pieces of tar paper for 
putting around trees and he also 
puts assorted (mixed up) bolts 
in pound packages and offers 
them at an attractive price which 
is better than re-sorting them. 
He waits until he has a fair quan- 
tity of wire and tar paper then 
he can usually find a buyer on 
the phone. Henry has another 
good idea. He buys fence in 100 
foot rolls and quotes small lot 
buyers a price on 25 feet when 
they ask for 19, 21 or 23 feet. 








Just Among Ourselves 


by CHARLES J. HEALE 


This eliminates rem- 
nants which may be 
O.K. in calico but are 


NG. in fence. 


——- HA —— 


A wag has sug- 
gested that the treasury issue 
square coins, because the present, 
but not too common round ones, 
slip and roll out of hand too eas- 
ily. Might be better to make them 
like the Chinese, with a hole in 
the center, and those who wish to 
hoard could nail their money on 
some handy board. 


— HA — 


WELL, well, our good friends 

Woolworths promise twenty 
cent merchandise in a few stores 
as an experiment. Chances are 
this is the first move by the “five 
and tens” to throw off the yoke of 
price restriction, which has been 
one of their few handicaps. 
Thoughtful students of retailing 
have predicted such a move for 
several years but seldom has that 
point been given much consider- 
ation. Without a doubt the Wool- 
worth news will be the subject of 
much debate in all trade circles. 
To some, this move spells ruin to 
independent retailers. Others will 
rejoice and see that chains too 
face certain basic costs that make 
higher unit sales and longer mar- 
gins necessary. Both camps will 
have good arguments. It will be 
interesting. 
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by , 
LLEW S. SOULE 


AY GARVIN sat at her 

desk in the office of the 

Marvin hardware store, 
and gazed reflectively down the 
broad main aisle. So deep was 
her reverie that she failed to hear 
Van Davis when he came back to 
inquire about the status of John 
Larson’s account. She looked up 
startled at the sound of his voice, 
and flushed prettily as she said: 
“T wasn’t day dreaming, Van, I 
was trying to find out just how the 
customers move around when in 
the store. It seems to me that they 
all follow about the same route, 
unless they happen to come in for 
some particular article; you'd al- 
most think some one was leading 
them. I wonder if it wouldn’t be 
a good topic to discuss at the next 
store meeting?” 


Van shrugged his shoulders. 
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In Which May Garvin Starts 


a Store Planning Discussion 
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Marvin’s 


Store Meetings 


“What difference does it make 
how they move about, so long as 
they come in?” he queried. 

“It makes a lot of difference,” 
May responded. “There are sev- 
eral places in. this sales room 
where customers never seem to go 
except when led there by some 
salesman. That means_ wasted 
space and lost sales.” 

“Gee, I never thought of that,” 
said Van. “Perhaps that accounts 
for the fact that some of our lines 
don’t move the way they should.” 

“Well, don’t say anything 
about it,” May admonished. “I 
want to find out what the general 
impression of the sales staff is, 
and how it checks up with the 
facts.” 

That is how it came about that 


when May Garvin took charge of 
the store meeting the following 
Friday evening, she stirred up 
more discussion than even she 
had anticipated. Going directly 
to the heart of her subject, she 
said: “I don’t think the sales 
force is aware of it, and I doubt 
if Mr. Marvin realizes it, but, 
while our records are showing a 
decided increase in the number 
of people who visit the store, the 
volume of business is not grow- 
ing in proportion. After watching 
the movements of those who en- 
ter, I am inclined to think that 
the fault is one of store arrange- 
ment. The front door faces the 
wide center aisle, and it is nat- 
ural for people to start down that 
(Continued on page 46) 
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HE window trimmers in the 
[aria stores of this 

country flooded us with re- 
quests for the instruction sheet 
on how to build the HaRpWaRE 
AcE Interchangeable Display 
Fixtures last week, but we have 
had another supply printed and 
are all ready to send them to 
those who send a stamped, ad- 
dressed envelope for it. 

The window displays here 
sketched by our artist-display 
man utilize the fixture in a very 
efficient manner. Note how the 
merchandise is kept up off the 
floor of the window and lead the 
eye right up to the center back- 
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ground, where your sales message 
is all ready and waiting to be 
read. Note alse that the price 
tickets are uniform in design, 
which helps to maintain the con- 
tinuity of thought in the arrange- 
ment. 

The cutlery window is made ex- 
ceptionally inviting by the fixture 


Again—the Hardware Age 


and its balance is so attractive 
that it seems to reflect quality to 
the nth degree. We are enthusi- 
astic about this window arrange- 
ment and you will be too when 
you install it and hear the com- 
ments of your customers. 

This cutlery window would look 
well in black and white. That is, 


folk ready for next week’s article on 
price tickets. We are going to talk 


an colors for Easter windows. 


The 


window displays, price tickets will all radi- 


ate the holiday atmosphere. 
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Interchangeable Fixtures 


have the fixtures covered in some 
rich black material and the cut- 
lery displayed upon this contrast- 
ing background will show to 
great advantage. A knife shown 
on a piece of black velvet appears 
twice as keen as one shown on 
light colored hardwood. The 
reason for this is partly psycho- 
logical. You see, velvet—soft 
and yielding, is the direct oppo- 
site of what we think of in cut- 
lery—so sharp and precise ap- 
pearing. Add to this the contrast 
of color and you have the acme of 
attention value. So let us use 
black and white in this good-look- 
ing cutlery arrangement. 
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The picture for the poster is 
not difficult to draw. The chart 
herewith shows how to plot it out. 
Simply enlarge the squares to the 
extent you wish and map it out 


as shown. You will be surprised 
to find how well you can do this. 

Don’t forget the value creating 
information, for the price tickets. 
Tell the customers that the shears 
are the kind that hold their edge 
right to the point, that the tools 
are made for precision, that they 
stand up under the kind of work 
they are intended for. In short, 
think of some real reason why 
the customer should buy your 
merchandise instead of some 
other. It need not be price. This 
tool window, for instance, will at- 
tract the mechanic or craftsman 
who is interested in quality per- 
formance. 
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Remodeling an 


Old Store 


N these days of lower sales 
| volume, when the profits that 
used to show at the end of 
the month have disappeared, 
there are still a great many retail 
hardware stores that, by chang- 
ing the arrangement of their store 
and the method of displaying 
their merchandise, have been 
able to show a profit. 

There are a great many others 
going along in the old way of do- 
ing business who can also benefit 
by a change of this kind. 

This month we show how 
changes of this kind could actual- 
ly be made in the store of a 
HARDWARE AGE reader. 

This firm sent us, last month, 
a rough sketch of their store as it 
is arranged now and this is shown 
in figure 40 accompanying this 
article, and figure 41 shows how 
the same space and same mer- 
chandise has been rearranged to 





One of a series of 
monthly articles 


by John H. Ganzer 


meet the demands of modern re- 
tail selling. 

Good windows are important 
in any retail store today, and at a 
first glance it seems to us that 
these people are devoting too 
much space in the front of their 
store for windows in order to get 
an effective window display. 

Windows for the display of 
hardware and other items carried 
in the hardware store should not 
be over four feet deep, and in 
many instances a window nar- 
rower than four feet is even more 
effective, and then the displays 
should be built up close to the 
window with good sized price 
cards to attract the attention of 
people passing the store. 

In order to overcome this fea- 
ture in this store we have recom- 
mended that these people cut 





down the depth of their windows 
without in any way sacrificing 
any of their window display 
space; in other words, simply 
cutting into the bulkhead of the 
window at the rear and releasing 
this space for a radio department 
on one side of the store and a 
seed department on the other 
side. 

If, of course, radios are not 
carried or if in this particular 
city radios are not a profitable 
line, this space could be used for 
gas ranges, refrigerators, wash- 
ing machines, or any other line 
of major items which show a good 
margin and a ready sale in that 
particular section. 

The seed department on the 
other side of-the store was for- 
merly located near this point and 
is one of their main lines, and by 
cutting into the bulkhead of the 
window of this side, it gives them 
a much roomier seed department 
and should have the effect of in- 
creasing sales in that line. 

Right back of the seed depart- 
ment on the left hand side of the 
store we have indicated their tool 
department with the hardware de- 
partment and bolts following it 
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and with open display tables on 
that side of the store indicated 
for general hardware items, with 
pocket cutlery up in front. 

Right back of the front row of 
display counters on this side we 
have indicated a plumbing fix- 
ture display because this is a 
line that is growing quite fast in 
hardware stores and offers a good 
margin. 

Any hardware man that is not 
now selling plumbing fittings and 
supplies should consider this line 
very carefully. 

The other side of the store has 
been made almost entirely a 
household or woman’s depart- 
ment, with kitchen cutlery on the 
first display counter, and with the 
other items running back from 
this with such articles as cleaners, 
wax and other cleaning supplies 
on the rear table arrangement, or 
the rear island. 

There is one line that is not 
mentioned in this store, and from 
the information they have given 
us we do not know whether they 
sell sporting goods or not, but 
sporting goods and athletic goods 
are lines that should receive good 
display space in any store today 
because it is one of the lines on 
which there is a good margin and 
on which there is a quite ready 
sale. 

When you simmer right down 
to the four best lines in a hard- 
ware store today, I believe that 
they are: Plumbing supplies, 
electrical goods, sporting goods 
and household goods, and it is 
these lines that the merchant 
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should feature in order to. get 
sales volume today. 

He, of course, must feature the 
tools and builders’ hardware to 
such an extent that they will still 
realize he is operating a hard- 
ware store and should carry a 
good stock of these items, but un- 
til the building trade comes back 
to some extent, these are bound 
to be slow sellers. 

The trouble with so many mer- 
chants today is that they do not 
like to make changes in their 
stores and they are feeling that 
they are going to make money 
again out of the same items that 


they made money out of a few 
years back, while this is decid- 
edly not the case. 

The merchant who is going to 
stay in business must make 
changes, and even though he 
makes a few mistakes in making 
his changes, it is going to prove 
more profitable for him than it 
will to sit tight in his old meth- 
ods. 

You will note that in the ar- 
rangement we have suggested for 
this store we have indicated dis- 
play trays of the open display 
table type along both sides of the 
store in the wall fixtures, and the 
more of the merchandise that can 
be put out on this method of dis- 
play, the better the sales results 
will be. 

There are a great many stores 
that have the wall fixtures with- 
out the display trays in them, and 
in the next article to appear in 
April we will show how this can 
be accomplished, utilizing the 
present fixtures. 





“White Elephant” Department Moves 
Odds and Ends 


HE Perth Amboy Hardware 
T Co., Perth Amboy, N. J., retail 
and wholesale hardware and 
supply firm, opened a “White Ele- 
phant” department in an annex store 
successfully. The company is now 
considering the purchase of back- 
ward items from outside sources, to 
replace other “White Elephants.” 
Some of the items in the department 
were oil can sets, 
discontinued 
paint lines and 
heavy hardware 
items. 
In the main re- 
tail store is a 
sign pointing to 
the department. 
The sign shows a 
white _ elephant 
and a red arrow, 
which point to 
the door of the 
annex. The 


“White Elephants” are on a specially 
constructed table, each item having 
its reduced price plainly indicated. 
The annex also has an unusual 
paint sélling display, as well as heat- 
ing apparatus displays. In the back- 
ground of this illustration may be 
seen panels of varied shapes and 
sizes, on which specimens of various 
tinted wall finishes are shown. 
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Let’s See That Hunting Remains 


An Average Man’s Sport 


ENTIMENT must be aroused against the menace of the proposed cent-a-shell 


scribed in HARDWARE AGE last week, would greatly impair volume ‘in one of 
our major lines. The threat of a telling blow at the welfare of loading companies, 
wholesalers and retailers of ammunition is sufficient reason for us to censure the 
contemplated measure, but beyond that, it is faulty in principle. In addition to be- 
ing unfair to shell buyers, it is doubtful that the plan would achieve its intended 


In the face of marked general increases in taxation, there is certainly little to 
justify an exorbitant levy for an extraordinary experiment in duck propagation. 
If the waterfowl shortage is as acute as is contended, we believe that makers ar 
purveyors of shotgun shells would accord whole-hearted support to an equitable 
and practical relief plan. Game associations and conservation authorities have 


for obtaining funds. In view of these conditions, we believe any consideration of 
the problem, at this time, is both premature and inadvisable. 


If this measure reaches Congress and receives official sanction, it will estab- 
lish a far-reaching and most undesirable precedent. The way would be paved for 
further increases in the tax, and for the introduction of other similar measures. 
An excessive tax on fish hooks to enable trout hatcheries to operate on a mass pro- 


an exact duplicate of the contemplated cent-a-shell measure. Comparatively few 
anglers fish for trout just as only one and one-half million of the nation’s seven 
million hunters shoot ducks. In our opinion, a more unequitable piece of tax leg- 
islation has never been proposed. 


Sponsors of the measure assert that opposition to it is a “short-sighted” policy. 
In support of this contention they declare that funds from a cent-a-shell tax would 
assure a plentiful supply of ducks in future years, resulting in increased sales of 
shells and hunting equipment. Assuming that their prediction would prove cor- 
rect, there is ample reason to assume that there would be fewer hunters who could 
afford to participate in the sport. 


Any type of hunting, for which a shotgun is best adapted, would become too 
costly for the average man, if shells were taxed at a cent each. Boys who now buy 


sport, by blocking any attempt at a levy on shotgun shells. Next week’s HARDWARE 
Ace will contain another article stressing the need for concerted trade opposition 
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Southern California Dealers Held Active Meet 





TOM GEORGE 
New President 


EORGE W. GREEN, of Long 
Beach, one of the youngest 
presidents the Southern Cali- 

fornia Retail Hardware Assn. has ever 
elected, turned over the gavel to Tom 
George, manager, Ott Hardware Co., 
Santa Barbara, dean of retail hardware 
men in his trade territory, with 47 years 
of mellow experience in hardware sell- 
ing, to close the well-attended and ac- 
tive three-day convention of the asso- 
ciation at the Ambassador Auditorium, 
Los Angeles, Feb. 17 to 19. 

Responding to the energetic efforts 
of Presidents Earl Harter and George 
Green, and the unceasing administra- 
tive promotion of Managing Director 
Joseph V. Guilfoyle, the association has 
grown in membership from less than 
100 to over 400 in the past 18 months, 
and the attendance of over 200 dealers 
and a like number of manufacturers 
and wholesalers’ representatives at this 
year’s convention was in vivid contrast 
to the less than 50 total attendance 
at the convention two years ago. 

Sessions were held afternoon and 
evening on Wednesday, Thursday and 
Friday, in conjunction with a success- 
ful exposition and modern home show 
with over 100 exhibit spaces occupied 
and with the general public present 
in large numbers during the evening 
period. 

Though the program followed par- 
tially the national “Road to Profits” 
theme, and though the convention had 
the privelege of hearing E. B. Gallaher 
of Norwalk, Conn., and Past-President 
W. B. Allen of Palo Alto,.in messages 
they had delivered to other State and 
regional meetings, there was an abun- 
dance of local talent represented on 
the program, though a regrettable lack 
of contribution from the membership 
of the association, and a dearth of 
discussion or conference. 
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GEO. W. GREEN 
Retiring President 





JOS. V. GUILFOYLE 
Managing Director 


In his opening address, President 
Green expressed himself as thankful 
for the experience and discipline of the 
past year, pleaded forcibly for a more 
effective and understanding policy of 
cooperation by wholesalers, and out- 
lined a program of preparedness for 
future prosperity. “Price is the para- 
mount hardware problem and we must 
face it,’ he said. “Our road ahead is 
one for action—for we must plan how 
to make money again on the volume 
we are going to be compelled to be 
satisfied with.” 

Carl O. Gaffney, of Listenwalter & 
Gough, Inc., called the attention of the 
convention to sales opportunities in the 
field of large-unit electrical appliances, 
especially in California with its great 
number of wired homes. George H. 
Eberhard, who is an annual speaker 
before California conventions on gen- 
eral business problems, believes that 
1932 will offer better opportunities 
than either of the past two years for 
individuals or businesses so set up that 
they can adapt themselves to present 
economic facts and conditions. 

Prof. William E. Koch of the school 
of merchandising, University of South- 
ern California, outlined the “profit pro- 
ducing process” as comprising plan- 
ning, action and control, and presented 
a comprehensive summary of success- 
ful business procedure. Osgood Mur- 
dock, editor of Hardware World, sug- 
gested definite plans and practices that 
had been. found successful by western 
merchants during the past year in 
stimulating sales and increasing vol- 
ume. E. E. Mills, of the Elliott Ad- 
dressing Machine Co., closed the sec- 
ond session with a presentation of the 
method he has found successful in solv- 
ing the depression for his business in 
the use of postal cards in direct mail- 
ing. 


A. S. Curtis, the association’s well 
qualified field man, opened the second 
day’s program with a complete explana- 
tion of the installation and benefit of 
control records. I. O. Levy, of the 
fire insurance exchange of Los Angeles, 
especially justified “board” or stand- 
ard rates, commenting that “to pay 
less than the legitimate means receiv- 
ing less than expected.” He also called 
attention to the statement of under- 
writers that 85 per cent of fires are 
preventable. Robert W. Gordon, of the 
Chas. R. Hadley Co., presented and 
outlined a simplified accounting sys- 
tem issued by his firm. 

The largest crowd of the convention, 
taxing the auditorium, greeted FE. B. 
Gallaher, and his hearers were espe- 
cially impressed with his calm, logical, 
assured analysis of general business in 
its present relation to recurring eco- 
nomic cycles. He finds that the purch- 
asing power of the dollar stood at 
$1.50 the first of this year, and that 
the desire to buy exists without the 
incentive. He believes that manufac- 
tured products and controlled labor are 
still too high, with farm labor and raw 
materials too low at present. 

Following Mr. Gallaher, Dr. Frank 
Warren, merchandising counsellor for 
Haas Baruch & Co., delivered an im- 
passioned inspirational address to the 
general topic “Reading the Road 
Signs.” 

The closing afternoon’s session was 
addressed by Edward A. McLaughlin, 
vice-president of the Union Hardware 
& Metal Co., in behalf of the whole- 
salers, calling particular attention to 
the credit counsel, service and stock 
offered by wholesalers and at the dis- 
posal of the retail trade. Mill prices 
were’ also quoted to indicate that the 
general levels of 1913 have been re- 
stored in most commodities. After an 
impressive address by C. A. Gummere, 
of the Los Angeles Motor Car Dealers 
Association, on “Prosperity and How,” 
W. B. Allen delivered his summary on 
“The Man Behind the Wheel.” 

At the closing business session, by 
resolution, the territory of the associa- 
tion was divided into seven districts, 
with a member of the board of direc- 
tors and alternate from each. The as- 
sociation also passed resolutions in- 
dorsing in advance an anti-utility-mer- 
chandising bill to be introduced into 
the next California Legislature, also 
encouraging the reduction of public 
and governmental expenses and indors- 
ing a proposed loeal bureau for in- 
specting and certifying electrical ap- 
pliances. The summer semi-annual 
meeting will be held at Long Beach. 
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A. G. Cornwell, of Cornwell & Kelty, 
Glendale, was elected vice-president, 
and the following are nominated as 
district directors, to be voted on by mail 
by the membership, with the second 
choice to serve as alternate director at 
meetings of the executive committee: 

District No. 1, R. T. Watkins, Santa 


Paula; John Fulkerson, Somis. No. 2, 


George Hobson, H & H Hardware Co., 
Long Beach; Arthur Green, Horace W. 
Green & Sons, Long Beach. No. 3, Wil- 
liam C. McGowan, Monrovia Hard- 
ware, Monrovia; Jay Schulte, Schulte 
& Berg, Pasadena. No. 4, L. C. Stan- 
ley, Farmers Hardware & Paint Co., 
Whittier; Marion Hammersley, Ham- 
mersley Hardware, Puente. No. 5, 








Herbert Bell, Bell-Grassle Hardware 
Co., Redlands; Harry Isenour, River- 
side Hardware Co., Riverside. No. 6, 
C. W. TeWinkle, TeWinkle Hardware. 
Costa Mesa; Gurman Hoppe, Hoppe 
Hardware Co., Fullerton. No. 7, A. 
W. G. Treais, Treais Hardware Co., 
San Diego; C. H. Byers, Churchill & 


Cassou, Vista. 


Ohio Association Protests Unfair Trade Practices 


HE Ohio Hardware Association 
opened its 38th annual conven- 
tion in the Deshler-Wallick Hotel, 
Columbus, Ohio, Feb. 16, with F. J. 
Pekoc, Jr., Cleveland, Ohio, president, 
speaking on “The Road Ahead.” 
“Never before has the hardware mer- 
chant been confronted with as many 
problems as beset him today, never 
has there been a greater need for get- 
ting together, exchanging ideas and 


working out plans for the ‘Road 
Ahead,’ ” Mr. Pekoc said. 
“Serious consideration has been 


given, much time and effort has been 
expended to hold this convention for 
your benefit, and the latest merchan- 
dising and sales plans are forthcoming 
at this meeting,” he added. 

A new constitution, suggested by the 
National Association was then adopted 
by the organization. Following, James 
B. Carson, Dayton, secretary; John F. 
Baker, Dayton, treasurer; Juhu B. 
Conklin, Dayton, director of service, 
and George M. Gray, Coshocton, made 
annual reports. 

A forum discussion, presided over 
by A. E. Herrnstein, Chillicothe, Ohio, 
was staged Tuesday evening at which 
general hardware problems were dis- 
cussed and differences of methods of 
marketing during the present economic 
depression were brought forth. Lantern 
slides were then shown of store fronts 
and interiors of model stores. The 
difference in the modern hardware store 
from its dark and sometimes junky 
predecessor was very apparent. Mem- 
bers and their families then adjourned 
to the exhibit hall to view a style show 
and hold open night for Columbus deal- 
ers. 

The association took a definite stand, 
at the Wednesday morning session, 
against the distribution of hardware 
merchandise by others than those in 
the hardware business and condemned 
the present Ohio license fee paid for 
handling seeds. 

These subjects came up in a dis- 
cussion of improper trade practices led 
by George R. Hoffman, Toledo, Ohio, 
vice-president of the association. The 
giving away of hardware merchandise 
by filling stations and stores to gain 
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GEORGE R. HOFFMAN 


New President 


trade was also condemned. Opposition 
to the practices of manufacturers and 
jobbers of selling to outside firms at 
a price lower than the wholesale or 
retail price for distribution among the 
firm’s employees also was declared. 

The merchants took a definite stand 
against the seed fee paid to the State 
of Ohio on grounds that the fee guaran- 
teed nothing to the customer as to the 
quality. 

A more careful stock control and 
the adding of new lines of merchandise, 
such as electric refrigeration and cook- 
ing, as a way of making a store show 
more profit, was urged by Don W. 
Mitchell, Ashtabula, Ohio. He also ad- 
vocated outside selling. 

George B. Chandler, secretary of the 
Ohio anti-hoarding committee, told the 
hardware men that the tse of their 
capital in legitimate channels of trade 
would do much to boost business. 

Ladies of the auxiliary of the group 
were guests at a tea and social hour 
given by Mary Louise White, daughter 
of Ohio’s Governor, George White, in 
the executive mansion, Wednesday 
afternoon. The annual ball was given 
in the hotel ballroom, Wednesday even- 
ing. 

C. I. Weaver, president of the Co- 
lumbus Gas & Fuel Co., in a speech, 
Thursday morning, before the conven- 
tion, stressed the importance of the 
continual fight between municipalities 


JAMES B. CARSON 


Secretary-Manager 





~ FRANK J. PEKOC, JR. 
Retiring Secretary 


and public utilities for lower gas rates 
—especially in Columbus where the gas 
company is said to be losing $850,000 
a year. He used this as an argument 
in defense of the participation of 
utilities in the merchandising field. 

The Columbus Gas & Fuel Co. do 
an extensive business in stoves, ranges, 
and all types of gas appliances. This 
practice was condemned by the hard- 
ware dealers at the meeting, Thursday 
morning. 

Members had declared from the con- 
vention floor that utilities - bill their 
merchandise along with gas and cur- 
rent on long-term payment plans and 
at the same time virtually force con- 
sumers in new territory to buy their 
merchandise. 

Following the discussion, the asso- 
ciation passed a motion to submit 4 
State-wide questionnaire to hardware 
dealers to determine just how utility 
merchandising affects them. A report 
will be made at the next convention. 

Thomas B. Howell, Richmond, Va., 
president of the National Retail Hard- 
ware Association, spoke on “The Man 
Behind the Wheel.” Mr. Howell out- 
lined methods of presenting stock and 
selling that should increase the earn- 
ings of a hardware merchant. 

The application of the new tax law 
to hardware dealers was discussed by 
Samuel E. Forney, former chairman of 
the Ohio tax committee. He declared 
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that the seed tax for dealers protected 
the customer as well as the merchant, 
and defended its enforcement. 

The convention closed with the elec- 
tion of the following officers: George 
R. Hoffman, Toledo, Ohio, president, 
and Don W. Mitchell, Ashtabula, Ohio, 
vice-president. New Directors: Paul 
Swiger, Lima, Ohio; G. V. Britton, 
Akron, Ohio; Harold Paeltz, Ripley, 


Ohio, and F. J. Pekoc, Jr., Cleveland, 
Ohio. James B. Carson, Dayton, Ohio, 
secretary-manager, and John F. Baker, 
Dayton, Ohio, treasurer, will auto- 
matically serve for the ensuing year. 
A musical entertainment was held in 
the hotel, Thursday night, and at a 
meeting held Friday morning the new 
officers reported as favoring Toledo, 
Ohio, for the 1933 Ohio convention. 





Montana Convention Establishes 
Attendance Reeord 


ORE implement and hardware 

merchants of Montana were in 

attendance at the 24th annual 
convention of the Montana Implement 
and Hardware Association, held at 
Billings, Feb. 11, 12 and 13, than in 
any previous year in the association’s 
history, according to reports of its 
officers. 

The tone of the entire convention 
was optimistic both as to the near and 
the more remote future of modern ma- 
chine and power farming in Montana 
and the allied progress of the imple- 
ment and hardware business. With an 
attendance of about 80 dealers and 
manufacturers’ representatives at the 
convention, there were 125 members 
and guests at the annual banquet given 
the closing evenings at the Billings 
Commercial Club, with the wholesale 
firms as hosts. 

At the close of the convention, S. C. 
West, Jordan, was advanced from vice- 
president to president. A. C. Talmage, 
Bozeman, who had been secretary-treas- 
urer for nine years, resigned. Accord- 
ing to the amended by-laws in regard 
to officers, the work of this office will 
be hereafter divided with W. A. Lun- 
dahl, Great Falls, as secretary, and 
George O’Rourke, Helena, as treasurer. 
H. K. Jones, Lewistown, was chosen 
vice-president. E. W. Talmage, Joliet, 
son of the late W. A. Talmage, the first 
president of the organization, is the 
retiring president who presided over 
the 1932 convention. He is a nephew 
of A. C. Talmage, who retires as secre- 
tary. 

Great Falls was selected as the place 
of the next convention, to be held in 
February, 1933. Directors elected at 
the meeting were: C. W. Nelson, Mc- 
Cabe; R. M. O’Hearn, Helena; and 
W. C. Renwick, Billings. Renwick 
was elected to fill the unexpired term 
of P. P. Sparling, Billings, resigned. 

A resolution was passed expressing 
opposition to certain features of the 
federal farm seed loan program, with 
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particular reference to provisions that 
waivers giving the government prior 
liens on crops should cover the present 
year’s loan and also unpaid loans made 
in 1931. 


The association indorsed the program 
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Retiring President 


of the public relations committee of 
the National Manufacturers of Farm 
Equipment Association to counteract 
public statements advocating curtail- 
ment of the use of farm machinery. 
The business ethics committee made re- 
ports especially attacking price-cutting 
and what was considered too liberal 
credit terms in sales of electric and gas 
appliances by public utility companies. 
The policy attributed to some manufac- 
turers’ salesmen of selling in commu- 
nities through other than the regular 
retail channels was also attacked and a 
plan for advertising all members of 
such manufacturers as refused to stop 
these activities was outlined. 

The convention began Thursday 
morning, Feb. 11, with an address of 
welcome by Mayor F. L. Tilton of Bil- 
lings. President Talmage in his presi- 
dent’s message advocated better busi- 
ness methods and more attention to a 


sound credit system and prompt collec- 
tions. 

J. R. Yates, one of the founders of 
the association, spoke on “Memories,” 
with a special tribute to the late W. A. 
Talmage. 

Gilbert Johnson, representative of 
the Marshall-Wells Company, Duluth, 
spoke on retail merchandising, basing 
his remarks on the experiences of eight 
independent stores in North Dakota 
and Montana. 

Continuous use of advertising and 
more attention to the advertising copy 
used to keep it up-to-date was advo- 
cated by H. C. Stith, Terry, in discus- 
sing advertising and selling from a 
small-town dealers standpoint. 

A talk on taxation was given by 
Lewis Penwell, Helena sheepman. 

D. R. Waterman, sales manager of 
the American Steel and Wire Com- 
pany, urged intensive study and survey 
of the dealer’s field and of the needs 
and circumstances of his customers. 

M. C. Grinde, Great Falls, urged 
more team work on the part of all 
from manufacturer to farmer. J. H. 
Leonard, of Deere & Weeber Company, 
Great Falls, spoke of the value of keep- 
ing up repair stock as a source of 
revenue at the present time. 

Natural gas extensions in Montana, 
including 315 miles of line from two 
fields put in last year, the Montana 
Power Company were described in a 
talk, Saturday morning, by L. C. 
Rausch, sales manager of the natura 
gas division of the Montana Power 
Company. 

Development of private irrigation 
works and use of run-off water in arid 
areas are of interest to dealers because 
of their value to the farmer, J. C. Tay- 
lor, director of the extension service 
of Montana State College, said in an 
address on irrigation. The attitude that 
merchants have taken toward farmers 
in trying economic times was praised 
by George C. Sinton, farmer and bank- 
er of Manhattan. 

Farmers have still purchased few 
tractors and other power machinery 
compared with automobiles, and there 
is a big potential field still to be de- 
veloped, according to L. W. Pierson, 
assistant manager of the Billings 
branch of the International Harvester 
Company, speaking on the future of 
the implement business. 

George A. Dechant, of the Oliver 
Farm Equipment Sales Company, also 
considered the outlook brighter than 
for several years. He attacked the idea 
that implement manufacturers were 
gouging the farmers, and said that their 
prices were nearer the 1914 level than 
any other commodity line the farmer 
purchased. 
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Mrs. Newlywed Says: 


This is the first housecleaning 
in her own home and she was 
amazed at the many things you 
need. A kind friend told her of 
(Store Name) how they carry 
everything you need to make 
your spring cleaning easier at 
prices from % to % less than 
you are accustomed to pay. Now 
her home is as clean as a new 
pin—ready for spring with no 
drudgery and at a very small 
cost too. 


(List Items 
With Prices) 


YOUR STORE NAME 


By Samuel Kalp 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. Copy is 
always supplied in so far as it is practical for use by all of our clients. 


The description and pricing of the items must necessarily be left to the in- 
dividual store in most cases. In writing the descriptions to give to your 
printer with the supplied ad layout keep in mind that brief, to the point 
descriptions are the most effective. The style, size, colors, unusual fea- 
tures or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
reduced price. If any question arises conceruing the use of these ads, write 
us. You'll find us willing to help you sell :nore hardware at all times. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations of these two pages, inclosing your check 
for $1.25. If you need mounted cuts order them by number given under each 
cut, listing the numbers in a column. Figure the charge of 35c. for each 
cut when less than ten cuts are ordered; when ordering ten cuts or more 
figure the charge at 30c. for each cut ordered. Inclose check with order, 
please—this saves bookkeeping of small amounts. Send all orders to 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. New York City 


(All Ads Are Planned Six Weeks in Advance to Give You Ample 
Time to Order Illustrations) 




















Fix Leaky Roofs Now 


Don’t let April showers and 
leaky roofs make you miser- 
able and ruin your home. 
Get busy today and repair 
that roof. It will cost you 
less and your roof will wear 
longer if you buy your sup- 
plies at (Store Name). 


(List Items 
With Prices) 


YOUR STORE NAME 





Use Our Fine 


PAINTS 


For Best Results 


They will be the cheapest in the end 
for they cost no more now than ordinary 
paints and will wear much longer. We 
insist on quality as well as low price for 
all our paints—because we know inferior 
paints will fade and peel off and will 
not give the beauty and protection you 
have a right to expect. Buy your Paints 
at (Store Name) and you know they will 
be right. 
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House Paint 


It hides the old surface 
well, retains its color and 
does not peel. Easy to 
apply for it spreads eas- 
ily and dries evenly. For 
the House, Barn and out- 
buildings. Covers ( ?) 
sq. ft. to the gallon. 
Compare this price for 
the finest grade of House 
Paint — all the wanted 
colors. 





Varnish 


Here is a varnish that 
dries quickly and has all 
the good qualities of a 
slow drying varnish—re- 
sists cracking, spotting 
and does not turn white 
from contact with hot or 
cold water. An ideal 
varnish for your floors, 
furniture, woodwork and 
linoleum. 1 coat to 600 
sq. ft. of hardwood. 
Brighten up your home 
today. 





Everybody is dressing up 
their home with this 
wonderful glossy enamel 
which comes in lovely gay 
colors. A marvelous way 
to finish those walls and 
wood surfaces that need 
frequent washings. Easy 
to apply—just brush it 
on. A gallon goes a long 
way —covers about 200 
sq. feet. 


(List Additional Paints With Prices) 
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Promote a Clean-Up Campaign 
During April 





Glean? 


Spring is here. Fall in line and clean up your home. 
You'll find everything you need at (Store Name). Our 
low prices will surprise you for such high quality. 





Floor Waxer 


A_ splendid waxer and 
polisher worth double our 
price — removable cloth 
for applying wax—felt 
pad for polishing—weight 





Window Screens 


All steel frames—guaran- 
tee wonderful wear. Fine 
mesh black wire cloth 


securely fastened to 


without handle 7 Ibs.— frame. An unusually low 


handle 48 in. long. Also 
one pint of liquid wax— 
Both for ( ). 





screens, 


price for 


such good 








G7 
House Paint 


A paint that will go 
farther — cover more 
square feet, and last 
longer. For the House, 
barn and _ outbuildings 
too. Made from a fine 
old tested formula that 
has been satisfying peo- 
ple for years. 


(List Additional Items With Prices) 


Bathroom Fixtures 


There are so many little things that will 
make your bathroom more convenient at 
(Store Name). The prices are amazingly 
low considering how much they will add 
to your comfort and the appearance of 
your bathroom. With the vogue for color 
we are showing a complete line of acces- 
sories in the popular colors as well as 
white. 


(List Bathroom Fixtures 
With Prices) 
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SERVICE 
FOR THE 
WEEK 











Good News for 
Tennis Players 


We heard complaints in the 
last year that good tennis sup- 
plies were too high priced and 
poor equipment ruined your 
game. This year we worked for 
months to furnish our customers 
fine high grade tennis supplies 
at prices they could afford. 
Come in today and inspect their 
high quality—then compare their 
low prices. 


(List Tennis Supplies 
With Prices) 


YOUR STORE NAME 




















Do You Have Spring Gardening Fever ? 
You'll Find Everything You Need 


At (Store Name) 


We have a splendid line of garden tools— 


well constructed of the _ finest 


materials. 


You'll find the new English garden sets and 
plenty of small hand tools as well as the old 


reliables—ail surprisingly low priced. 


(List Items 
With Prices) 


YOUR 


STORE 





G10 


NAME 











What a Thrill ! 


But you must have the right 
equipment to catch fish. Don’t 
ruin your trip by old worn out 
things when you can get every- 
thing you need at (Store Name) 
at such very low prices for the 
very finest quality. See us to- 
day and make sure your trip 
will be a success. Look at these 
prices and see how little it will 
cost you. 


(List Items 
With Prices) 


YOUR STORE NAME 
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Marvin’s Store Meetings 


(Continued from page 35) 


aisle. If they have business at the 
office, they go there and transact 
it, then they turn around and go 
right back in the same aisle to 
the door. They don’t seem to cir- 
culate among the tables. 

“On this blackboard I have 
sketched a rough diagram of our 
table arrangement, with arrows 
showing how the customers trav- 
el, as I see them from the office. 
This diagram shows only the 
tables and the center displays of 
heavier goods. I think the ar- 
rangement should be changed. 
What do you think?” 

Charlie Hanson was on his 
feet instantly. “I think our pres- 
ent arrangement is very good,” 
he said. “I believe you are mis- 
taken as to how the customers 
circulate around the center dis- 
plays and among the tables. At 
any rate your theory doesn’t 
check with my experience.” 

Van Davis followed. “I agree 
with May in the main,” he said, 
“but I am sure the customers cir- 
culate around the center dis- 
plays. However, I’m not so sure 
about the tables. It seems to me 
that the main aisle is so wide in 
comparison with the cross aisles, 
that customers naturally follow 
it.” 

Eddie Gets a Chance 


“Why not ask Eddie?” Bill 
Higgins suggested. “He keeps the 
table bins filled. Which ones get 
empty most often, Eddie?” 

Eddie Scanlon was all eager- 
ness. “The ones on the main 
aisle,” he answered. “Some of 
the bins on the side aisles never 
seem to get empty.” 

“That may be due to the ar- 
ticles shown in those bins,” 
Charlie retorted. “Anyhow, I 
think that people’s curiosity leads 
them to the different tables, re- 
gardless of how we place them.” 
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“T don’t agree with that,” said 
Jim Daley. “People don’t go out 
of their way to buy anything these 
days, unless it is some article 
they need badly. I think the cross 
aisles are too narrow. They’re 
less than 3 feet wide, and the 
main aisle is over 10 feet wide. 
I don’t believe we are using the 
floor space to the best advan- 
tage.” 


Opposition 


“You fellows may be right,” 
said Charlie, emphatically, “but 
we're just giving personal opin- 
ions, and mine is as good as 
yours. Of course, May has 
watched the traffic, at times when 
she was not busy, but it might 
have been different at other 
times. We ought to have a definite 
check covering a whole day or 
perhaps several days. I’m for it, 
and if I’m wrong, I want to know 
it. It don’t seem good policy to 
change everything around and 
disarrange the whole store until 
we know what the conditions 
are.” 

“T agree with Charlie that we 
should find out the facts before 
we make any changes,” said Mr. 
Marvin. “At the same time, I'l 
confess I don’t know just how to 
go about getting the facts. We 
can’t very well count all the peo- 
ple who come in, and then follow 
them around to see where they 
go. It would take two employees 
to do the job, and they would be 
constantly interrupted. I hardly 
like the idea of hiring outsiders 
to make the check.” 

“Well,” said Van, “if the rec- 
ords show that our sales are not 
gaining in proportion to the in- 
crease of store visitors, something 
is wrong. We ought to know what 
it is. Perhaps we are falling down 
in salesmanship as applied to new 
customers; perhaps May is right 





in her contention that the store 
arrangement is to blame. In either 
case, it is vital for us to know the 
facts.” 

What proportion of the people 
who enter the store go back to the 
office, May?” Charlie queried. 

May flushed. “I don’t know,” 
she confessed. “I never consid- 
ered that angle. However, I am 


certain that the majority of those 


who come in never get beyond the 
main aisle.” 

“My opinion is that most peo- 
ple never go more than half way 
back to the office,” said Charlie. 
“T think most of the business is 
done in the front part of the 
salesroom. You can’t blame that 
on the arrangement of the sales 
tables.” 

“That’s just another case of 
personal opinion, Charlie,” said 
Van. “Our problem right now is 
to get the facts. I’m like Mr. 
Marvin, I don’t know just how to 
get them.” 


Eddie Gets An Idea 
Eddie Scanlon had been fidget- 


ing in his chair for several min- 
utes. “I—TI’ve got an idea, Mr. 
Davis,” he said diffidently. “You . 
know at school when we used to 
play ‘Hare and Hounds,’ the 
hares scattered paper so the 
hounds could pick up the trail. 
Of course, we can’t have the cus- 
tomers scatter paper as they go 
up and down the aisles, but per- 
haps we can use the same idea. 
Couldn’t we spread some kind of 
powder on the floor of the en- 
trance? It would get on the bot- 
toms of people’s shoes and when 
they walked around on the oiled 
floors they would leave foot 
prints. In that way we could tell 
just where they go. I suppose we 
would have to check up every lit- 
tle while, and wipe the prints off 
the floor, but it would give us the 


facts.” 
(Continued on page 48) 
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KLEANBORE 


Non-Mercuric 
in Center Fire 


NNOUNCEMENT has been made that 
all Remington Rim Fire Cartridges now 
contain the patented Kleanbore non-mercuric 
primer. | told you that these primers are 
tested to withstand a temperature of 120 
degrees with 85 per cent relative humidity 
continuously for months; that they are the 
only non-corrosive cartridges on the market 
that will meet this test. | have hinted, too, 
that this great improvement, which eliminates 
misfires and hang-fires due to deterioration 
and which also gives snappy ignition and 
greater accuracy, would soon be available in 
some center fire sizes. 
Evidently you have been telling this story 
to your customers with good effect, because 
we've been receiving lots of inquiries about 
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non-mercuric center fires. Shooters are 
keenly interested in this latest Remington 
innovation that produces ammunition with 
greater stability under heat, dampness, and 
cold, than was ever known before. 

Now | want to call your attention to 
the Kleanbore .22 Hornet Hi-Speed Center 
Fire Cartridge. You'll be having inquiries 
about it soon if you haven’t already. Order 
from your jobber now. You can tell the 
shooters that it is-the fastest Hornet, 2600 
foot seconds muzzle velocity, and the most 
accurate; and that it is primed with the 
patented Kleanbore 
non-mercuric priming af 
mixture. Again Rem- (Coy WARLL- 
ington leads the way. President 


REMINGTON ARMS COMPANY, 





Originators of Kleanbore Ammunition 


25 Broadway, New York City 
Manufacturers of Arms, Ammunition and Cutlery 


Telephone, Digby 4-2300 


© 1932 R. A. Co. 


The Greatest Value Ever Offered—The Remington Standard American Dollar Pocket Knife 
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TOOLS 


Their dependable accuracy, 
durability and conveni- 
ence have created for 

them a constantly in- 
creasing demand. 
You will find 
them most 
profitable. 


Stocked by Jobbers 


THE [UFKIN fpULe C0. 


SAGINAW, MICHIGAN 
106 Lafayette St., New York City 
Send for Catalog 
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The boy sat down quickly, 
rather flustered at his own bold- 
ness, but Mr. Marvin smiled ap- 
provingly. “Eddie has a good 
idea,” he said. “It looks to me 
like a real ‘Dollar Suggestion.’ 
His plan will not only show where 
the store traffic flows, but it will 
give us a check on the kinds of 
customers. We can tell from foot 
prints exactly where the men, the 
women, or the children, have 
walked. Saturday is always a 
busy day, and so is Monday; I 
suggest Tuesday as a good day to 
give the plan its first trial. What 
do you think about it?” 

“That would depend upon 
whether Tuesday is a_ bright 
day,” said Van. “The powder 
idea wouldn’t work in wet weath- 
er. However, I think Eddie’s plan 
is a good one. It shows that he is 
observing and resourceful. I want 
to compliment him on it.” Eddie 
smiled happily. 

“We will try it out Tuesday, if 
the weather permits,” said Mr. 
Marvin. “Meanwhile it seems 
useless to discuss any changes in 
table arrangement until we get 
the facts. If Miss Garvin is right, 
and I have a suspicion that she 
is, in part, at least, we will have 
plenty to think and talk about 
next Friday evening. I suggest 
that we adjourn.” 

As the employees filed out, 
Van Davis turned to May and 
said: “It will be interesting to 
watch people map out their own 
store route, won’t it?” 

“Indeed it will,” May replied, 
“and it’s going to be fun to see 
the look on Charlie Hanson’s face 
when he studies those foot prints. 
I’m sure I am right.” 

“You usually are,” said Van. 
“Anyhow, I am glad I don’t make 
white tracks as I walk around in 
this town. /t would be funny to 
see a regular white path leading 
from our house to yours.” 





“That gives me an idea,” said 
May. “Perhaps I will try it on 
you some day. Of course,” she 
added archly, “I have my own 
opinion, but I may be wrong.” 

**That makes me think of some- 
thing, too,” Van retorted laugh- 
ingly: “Mother asked me yester- 
day how I got all that powder on 
my coat lapel? From the tone of 
her voice, I think she has an 
opinion on the subject.” 

May flushed. “You really 
ought to wear gray, Van,” she 
suggested. “It’s just as becoming 
and it don’t tell tales.” 

“Just as you say, my dear,” 
said Van with a satisfied chuckle, 
“T never did like blue, anyhow.” 


Face 


(Continued from page 33) 


same way. We are prone to reject 
ideas, or at least to damn them 
with faint praise because we have 
previously and mistakenly op- 
posed them. Some men are guilty 
of opposition because they were 
not the originators of the idea. 
Face saving is more important to 
these men than progress of the 
business or the country. Many 
successful men can trace their 
rise to their ability to save the 
other fellow’s face, thereby mol- 
lifying him into acquiescence. 

If we are to get ourselves out 
of the mud of any situation we 
must be able and willing to ac- 
cept an idea, even that of an 
enemy, and use it to the fullest 
extent of its merit. 

Face is not peculiar to China 
or Japan; it has widespread use 
among all Caucasians. But in this 
day of new progress and in the 
days of keen competition of 
brains ahead, the man whose 
creed is “face” will not have a 
Chinaman’s chance. 
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Weed °Em and Reap 


(Continued from page 29) 


that’s going to be a budget . . . 
with your help. 

“But to go on with my sermon, 
Old Vet. Profit is the difference 
between gross margin and ex- 
pense. Nothing else. So it’s 
simple—to increase profit I must 
either raise my mark up or lower 
my expense.” 

“Just as simple as that!” the 
Old Veteran echoed mischiev- 
ously. 

“Then just as I got started 
hoeing my expense weeds this 
morning in came a letter with a 
request for a $100 donation— 
for a good cause—and from a 
good customer too. 

“And I got to thinking. May- 
be I’m too tight about little re- 
quests like this. One hundred 
dollars seems like a lot of money. 
But figured against a $100,000 
business it’s only one tenth of 
one per cent. See here, like this. 
Decimal point ought, ought, one 
(.001). Practically nothing! I 
don’t see how I can turn him 
down.” 

The Old Veteran. frowned. 
“H’m, so you figure $100 is 
practically nothing! Now you 
let me figure a minute. Figures 
never lie except when based on 
the wrong set of facts. 


From Net Profits 


“First, Bob, my boy, never forget 
that all expenses, including dona- 
tions, come out of net profits, not out 
of gross sales. I’ll be generous and 
say your net profit on that $100,000 
business was 5 per cent, or $5,000. 

“Now if I know my arithmetic, $100 
is 2 per cent of $5,000. Two per 
cent is very decidedly something.” 

“Yes ... but I didn’t think of it 
that way.” 

“And you say it’s a good customer 
who’s sponsoring this request. All 
right, suppose he and his family 
spend two hundred dollars a year 
with you. They would have to trade 
here ten years before the net profit on 
their patronage would amount to 
$100. Ten years, mind you! 
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“Don’t forget it takes a lot of hard 
work by a good organization to net 
$5,000 a year profit. If you give 
away $100 it means every one around 
the place works one solid week just 
for the fun of making that gift. Is 
it worth it?” 

Butler held up his hands in sur- 
render. “You win, Old Vet! The 
nervy fellow ought to be ashamed of 
himself for asking such an outrage- 
ous amount! I'll tell him the plain 
truth; the budget won’t allow it! 


The Budget Plan 


“Here’s the plan of my budget (see 
chart). Every month has three col- 
umns for each expense account. 
First, the expenditure last year; sec- 
ond, what I plan it should be this 
year; third, what it actually is this 
vear. 

“It’s all easy but that second col- 
umn, the ‘should be’ figure. Confi- 
dentially,Old Vet, I'll admit it’s much 
easier to make a loud statement that 
expenses must be lower, than it is to 
put down in black and white exactly 
when, where and what they should 
be. But that’s budgeting! 

“So I’m going to take last year’s 
figures and examine every item. 
Whenever I make a ‘should be’ item 
less than it was last year, I'll put 
down on paper definite workable de- 
tails showing how this saving shall be 
accomplished.” 

“Bob, your idea is perfect,” the Old 
Veteran agreed, “except for the fact 
that about half your expenses are 
more or less fixed and cannot be 
changed at will from month to 
month. Expenses naturally group 
themselves as follows: 

“Group A. Salaries, Advertising. 
Donations. These can be budgeted 
monthly as you have planned. 

“Group B. Supplies, Delivery. 
Repairs, Light, Heat, Power, Tele- 
phone, Miscellaneous. These can be 
semibudgeted, but on a six month or 
yearly basis, not month by month. 

For instance, delivery. You can’t 
stop delivery on the twenty-fourth of 








the month just because your budget | 


is used up. Your expense for sup- 
plies may be $7 one month and $107 


the next simply because you had to | 


buy a year’s supply of stationery the 
second month. 

“So these Group B expenses must 
be watched individually as they come 


| 
| 
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KLEIN 
PLIERS 





NY job requiring skill can 
be handled more easily, 
more satisfactorily and 

more quickly when the pliers 
are Kleins. “Since 1857,” 
Klein Pliers have been the 
standard for quality with 
master workmen and_ public 
utilities everywhere. It will 
pay you to carry Klein pliers 
in stock. Make a note on your 
want book and order from 
your jobber’s salesman the 
next time he is in. 


Buy From Your Jobber 


Mathias K & Sons 
Established 1857 


3200 BELMONT AVE., CHICAGO 
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Why not let 
Duluth help you 
to make your 
business better— 


(i) 


Some folks figure that the 
stories we tell about helping 
hardware merchants to get 
more profit out of their busi- 
ness are just too good to be 
true. 

We don’t blame them in the 
face of present conditions but 
really we have the proof to 
back up these stories. 

It’s because we’ve helped so 
many that we feel we might 
help some more. 


Let us help you with your 
sales problems. 


Write for Catalog of Complete Line 


DULUTH 


STORE EQUIPMENT 
DULUTH SHOW CASE CO,DULUTH, MINN 











Business Analysis Merchandising 
Store Planning Installation 
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in 
toys ? 
Certainly. And not 
only at Christmas 
either. 


Read the stories of suc- 
cess in HARDWARE 
AGE. You’ll also find 
the manufacturers 
ready to help you suc- 
ceed. Read their ad- 
vertisements. 
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up, but planned on longer than a 
monthly basis. 

“Group C. Rent, Insurance, Taxes, 
Interest, Bad Debts, Equipment De- 
preciation. These cannot be bud- 
geted. They are governed more by 
your general policies, your ‘set up,’ 
than by any decisions you may make 
from day to day. 

“So this is the year to review all 
your old fixed policies with an open 
impartial mind. Were they arrived 
at by reason or by habit? If by rea- 
son, has that reason changed? If by 
habit, is that habit a good one? 

“Let’s go back to Group A, sal- 
aries, advertising, donations. Experi- 
ence seems to show that the salary 
expense is more important than all 
the rest combined. Also, when sal- 
aries, including your own, exceed 50 
per cent of the total expense there is 
little chance for a profit no matter 
how well managed the store may be 
in other respects. 

“Lower selling expense seldom re- 
sults from hiring lower priced help. 
It comes rather from having more 
efficient employees, whose efforts are 
organized and directed with greater 
skill and energy on the part of the 
proprietor—resulting in higher sales 
per person.” 

“Do you think wages should be 
lowered, Old Vet?” 

“Bob, every expense, including 
wages, must justify itself in the light 
of present conditions. The merchant 
today is being urged on all sides to 
keep buying, to keep wages up, to 
keep prices down, to keep on spend- 
ing. Which is all very well. 

“But in my opinion, the merchant's 
first duty is to himself, to get his 
business on today’s basis—at a profit. 
Frankly, the salaries paid from 1900 
to 1929 offer little help in telling 
what should be paid now. You are 
working with a new set of figures. 

“Certainly the salesman- deserves 
financial punishment who leans back 
in the traces and depends upon 
Hoover’s don’t-cut-wages appeal to 
keep his own up. And the salesman 
who is up on his toes on today’s basis 
should be given all his efforts deserve 
—even if that results in a raise. 
From every standpoint the best re- 
sults come from high wages paid to 
real producers. 

“The advertising budget is more 
simple to plan. Having estimated the 
| total for the year, that amount can 
| be divided into monthly quotas ac- 








cording to the percentage of the 
year’s business each month produces. 
Such a plan encourages a uniform 
flow of advertising during the year 
rather than spasmodic spurts on a 
hit-or-miss planless plan. 

“Now Bob, before you go any 
farther on this budget, I hope you 
don’t mind listening to an old fogy’s 
peculiar notions about expenses.” 

The Old Veteran pushed Butler’s 
papers aside to get complete atten- 
tion. 

“You call expenses the weeds in 
your garden of profit. Right! 
You’re going tg cut expenses to reap 
more profit. Right! Yet remember, 
Bob, every item of expense con- 
tributes its bit toward making those 
profits. 

“The acid test, therefore, of any 
expense is whether or not it produces 
more profit than it consumes. There’s 
your budget yardstick. 

“Expenses are not something to be 
hated. They are the life blood of 
any store, the motive power that 
keeps it going. Choke the expenses, 
strangle the business! 

“There is more to the expense 
problem than simply slashing. True, 
expenses are usually too high. 
Equally true it is that some of them 
may be so low they produce less than 
they consume. It’s economy to spend 
more in such cases.” 

Butler shook his head. “The de- 
sirability of raising expenses is 
rather odd, to say the least.” 

“Not if it raises results. For in- 
stance, take this show case. Good 
case once, eh? Still as strong and 
holds as much goods as ever. 

“But a show case should sell goods 
as well as hold goods. When this 
was new and fresh it was an asset to 
the business. Then the top became 
scratched, the base became marred 
and its style and newness faded away. 

“Once it was an asset, now a lia- 
bility. Once it produced more profit 
than it consumed. Now it repels 
more business than it attracts. That’s 
thriftless thrift! 

“Think a minute! The whole 
structure of business is founded upon 
the principle of making money by 
spending it. 

“Thus you see, the roots of your 
expense weeds are entwined round the 
roots of your profit plants. Hoe your 
expenses too deep and you kill your 
profits entirely. Trim expenses down 
—but not out!” 
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The Sino-Japanese Mystery 


(Continued from page 31) 


harbor of Shanghai and the 
Whangpoo River must be full of 
foreign battleships by this time. 
I can’t see from what I read how 
the forts and the Japanese battle- 
ships can have room in which to 
operate, but of course the 
Whangpoo is a very broad river. 

I also read that when the 
Japanese advance, if there are a 
lot of Chinese snipers in a vil- 
lage, they just pass on beyond 
the village, leaving the snipers 
behind. It seems to me _ this 
would be all to the good for the 
snipers, because they could shoot 
the Japanese coming up or cne 
side and the Japanese disappear- 
ing on the other. In other words, 
get them coming and going. | 
also note that my friend, General 
Ely, now retired, is writing ahout 
the strategy of this war, from 
Washington, He refers to this 
village where the Japanese left 
the snipers behind and states that 
this was very common—that after 
awhile when the Japanese have 
consolidated their position, they 
will come back and mop up the 
snipers. I imagine that these 
snipers will not be treated with 
the honors of war. Why should 
they be? There is no war. War 
has not been declared! 

This all reminds me that I 
have just read a most interesting 
book by Captain Crossman on 
the Springfield rifle. Captain 
Crossman states in this book that 
match shooters, during the World 
War were equipped with special 
rifles with telescopic sights and 
were very deadly in their work. 
He quotes an article from one of 
the military books, in which it 
was stated that these marksmen 
averaged from fifty to one hun- 
dred kills per day. The state- 
ment is made in one quotation 
that one marksman who had been 
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a game warden before the war 
and who was a dead. shot, by ac- 
tual record killed some fifty of 
the enemy at a distance of six 
hundred yards. An average 
large city block is about two 
hundred yards. Therefore this 
shooting was done at a distance 
of three city blocks. These 
marksmen, except in intermis- 
sions, didn’t waste their ammuni- 
tion on privates. They picked 
out officers, and case after case 
is cited in this book of where 
whole companies serving a large 
piece of artillery were demoral- 
ized and put out of action be- 
cause one good crack shot had 
gotten himself into a_ position 
where he could pick off at his 
leisure the officers around the 
gun. It would therefore appear, 
notwithstanding high-powered ar- 
tillery, bombs, and regular army 
rifle work, that a company of 
one hundred crack shots, armed 
with modern rifles with telescopic 
sights, could make things de- 
cidedly interesting for an enemy. 

It is interesting to learn, from 
another source, that the cele- 
brated German Mauser rifle had 
its beginning here in the United 
States. Some of the same Mau- 
sers, the German family who de- 
veloped this rifle, still live in this 
country. I speak of the Mauser 
rifle, because it is one of the best 
military rifles that has ever been 
manufactured. Almost every 
other military rifle has been a 
modification or a refinement of 
the engineering principles first 
used in the Mauser. 

The Japanese manufacture 
their own rifles. Also their own 
ammunition. Their rifle is a 
modification of the Mauser, cali- 
ber 6.5 m/m. The Chinese have 
a general assortment of rifles of 

(Continued on page 53) 
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Armstrone 
WRENCHES 


are above price 
competition — like 
gold pieces their 
worth is established 


People no longer haggle over the value of 
coins, and tool buyers—those who buy intelli- 
gently and often, who make your most profit- 
able customers—never question the price of a 
wrench that bears the Arm-and-Hammer Trade 
Mark. ARMSTRONG WRENCHES are accepted 
as the standard—in strength, design, material 


and workmanship. 


Drop forged from selected Carbon or Chrome- 
Vanadium steels, they come on boards, in 
boxes or in sets. 37 types, all sizes. They give 


sctisfaction and build repeat business. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 


314 N. Francisco Ave., Chicago, U.S.A. 








Write for Catalog B-27, 
176 pages of Quality Tools 


$1 











When Is Service SELLING Service 


(Continued from page 30) 


large department store, seeking 
ways and means of making such 
services productive, made sales- 
men of their delivery clerks. 
Each day, these men were re- 
quired to make a certain number 
of calls—and present for imme- 
diate delivery some article fea- 
tured in the store’s advertising 
the evening before. 

The store was confident that 
many people who desired the ad- 
vertised article, but who found it 
impossible to visit the store, 
would appreciate a “selling ser- 
vice” of this kind. 

Then there is the experience of 
the merchant handling a certain 
household machine—a splendid 
example of “selling service.” 
This merchant advertises “Quick 
service on machine repairs.” 
When called on for service, he 
loads a new washer into the truck 
and hauls the “crippled” one 
back to the shop. Service rec- 
ords show that many of the ma- 
chines had already served their 
usefulness—and that their own- 
ers are logical prospects for new 
equipment. Having tested the 
new machine—and having exper- 
ienced the satisfaction of operat- 
ing a new, fast, efficient one—the 
user finds it difficult to part with 
it. 

The hardware merchant who 
is content to sell a roll or two of 
Fencing for patching the fence 
line may discover some day that 
someone has sold his customer on 
the idea of fencing his farm com- 
pletely. There have been many 
thousands of dollars invested in 
various forms of advertising to 
educate the farmer to the need of 
properly fenced fields. If Mr. 
Farmer is reminded of the cash 
value of better crop and stock ro- 
tation—and the saving that can 
be effected by fencing complete 
instead of patching periodically 


52 


—he can be sold on the idea of 
making such a purchase. 

In bringing these money-sav- 
ing facts to the attention of the 
trade, the merchant is rendering 
a very definite service—a service 
that is profitable because it is a 
“selling service’”—and one _ that 
benefits the customer. True, the 
sale of a new part for an old ma- 
chine, a roll of fence, a short 
piece of hose to patch to the old 
one, and so on, is better than no 
sale at all—but why not make 
every effort to increase the size 
of the order by showing the cus- 
tomer how he can profit? 


A Dormant Service 


It has been the accepted cus- 
tom for many years to advertise 
“We Deliver.” This carries with 


it no urge to buy— it is inactive 


selling—a dormant service so to 
speak. A druggist, competing 
with chain stores all around him, 
advertises “Don’t Walk—Use the 
Telephone — We Deliver Any- 
where at Any Time.” What this 
merchant has done is to create a 
new “selling service”—has taken 
“We Deliver” out of the class of 
announcements and registered ac- 
tion in the public mind. 

There are other examples of 
equal interest to the busy mer- 
chant in every field of retail en- 
deavor. There is the automobile 
dealer who offers a monthly in- 
spection service free- of charge. 
His objective is to increase the 
sale of parts and service, and to 
uncover immediate prospects for 
new cars. 

Most electrical shops welcome 
and actively solicit repair busi- 
ness on all kinds and makes of 
appliance. They know that a 
call for service is more than 
likely a sales opportunity—a log- 
ical prospect for new equipment. 
If a merchant concludes in his 





own mind that the owner of a 
vacuum cleaner, cream separator, 
farm machinery, fence, or any 
other piece of equipment, is not 
a prospect for the newer and 
more efficient goods until his 


present equipment “goes to 
pieces” —that merchant will lose 
many sales and have difficulty in 
making both ends meet. 

When a farmer drives into a 
Mid-west lumber dealer’s yard 
for a few squares of roofing for 
patching purposes — the dealer 
fills the order—but on that same 
day manages to call at the farm- 
er’s place. He looks the roof 
over carefully—and if it is badly 
in need of repair, and- certain to 
cause trouble again, he proceeds 
to point out the saving that can 
be made by installing a complete 
new roof—one that will last a 
lifetime. 

The “follow-through” service 
plan gets sales results. 

Remember selling at a reduced 
price is not rendering a distinct 
sales service. If a product is 
worth its price in quality and 
workmanship, it deserves to be 
honestly recognized and sold at 
the established price. 

Instill confidence into your 
customers—don’t overlook that 
personal touch which gives the 
confidence that every purchaser 
craves. 

Analyze the service you give 
—see if it is “selling service” or 
simply “service.” It is no exag- 
geration to say that to apply the 
truly right form of “selling ser- 
vice” will result in sales prestige. 

A service plan without SALES 
for its objective may be like a 
ship without a rudder. Little can 
be accomplished in the way of 
results without direction. The 
matter of pointing “service” 
toward sales is not a difficult one, 
if salesmanship is substituted for 
order taking, and sales people are 
thoroughly schooled in the art 
of making service pay dividends. 
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The Sino-Japanese Mystery 


(Continued from page 51) 


all kinds and all ages. Naturally, they are handi- 
capped by needing various calibers of ammunition. 
However, the principal caliber used by the Chinese 
is 7.9 m/m. 

A curious phase of the situation has been that 
during the battle between the Chinese forts and the 
Japanese battleships, whenever a commercial vessel 
would pass up the river, the firing would cease. The 
Japanese took advantage of this situation by loading 
their reserve troops on transports that looked like 
commercial vessels, so that as the transports passed 
close to the Chinese forts, not a shot was fired at 
them. All the soldiers on these transports were care- 
fully herded below deck. 

Space does not permit me in this article to tell just 
what has taken place in Geneva while the Sino- 
Japanese tea party is being pulled off in Manchuria 
and Shanghai. In the meantime, Japan has gone off 
the gold standard, and at the same time shipped a 
large part of her surplus gold to the United States. 
Silk has declined to the lowest price in history. 

Now I have told you all I know about the war. 
Again I admit I don’t know what it is all about. I 
suggest that somebody write something about the 
war that we can understand. Probably Secretary 
Stimson might write an article in one of the leading 
daily papers explaining the situation to the be- 
fuddled American public. Mr. Stimson could pos- 
sibly borrow one of the publicity secretaries from 
the White House to do the job. 

We have all been educated by former Secretary 
Hay to believe in the “open door” policy in China. 
It seems in these days, however, that while there is 
an “open door” the only people passing through it 
are the Japanese. 


A Side Line That Adds $25,00 


(Continued from page 27) 2 


A. N. Brady, manager, says that the handling of 
aviation supplies makes a nice branch for hardware 
business, and during the next few years this may be 
developed until it becomes one of the biggest de- 
partments in the store. 

The story of any community is written largely in 
terms of transportation. A paradise without acces- 
sibility is a desert. Imagine a city without a high- 
way or railroad line. And the time is at hand when 
any community without its airport will be unusual. 
Not every city is so favorably situated as Miami in 
regard to the number and size of its airports, but 
every landing field offers a potential customer to the 
hardware dealer. 
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Un-retouched 
photo showing mounted 
samples of U. S. Poultry Fence 


You Be the Judge! 


YOU will be shown the sample of U.S. Poultry Fence 
displayed above by a salesman of our nearest jobber. 
Examine it! See how uniform it is! Note its superior 
construction with its evenly spaced meshes, its straight, 
parallel line wires and its inter-locked hinge-joints that 
cannot slip, spread or unravel! 





Compare it with any other netting! Then judge for 
yourself which netting you would buy if you were the 
consumer! 

U.S. Poultry Fence is the only netting nationally ad- 
vertised to the consumer. It is made in the U.S. A. by 
American workmen and is sold only through the regular 
wholesale and retail trade. 


Meet the spring demand for U. S. Poultry Fence in your 
trade territory with ample stocks! Ask the U.S. Jobber 
near you! If you do not know his name, write us! 


Indiana Steel & Wire Co. 
Muncie, - - Indiana 


Makers also of IMPERIAL Farm, Poultry and Lawn 
Fence, Trellis, Flower Border, Steel Posts, Gates 







Furnished in 
standard heights 
--12 to 72 inches 


Made with 
One-inch and 
Two-inch Meshes 
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Forsberg Supergrip “Whale” 
Brand Screw Driver 


Has. rubber handle molded under 75 ton pressure, which 
The Forsberg Mfg. Co., Bridgeport, Conn., states is prac- 


tically unbreakable. 


Handle is fluted and 
knurled ridges assure 

positive grip. Hexagon guard prevents hand from slipping 
and touching blade when used on electric work, and also 
prevents rolling. Blade forged from special alloy steel cor- 
rectly hardened and tempered for severest use. Four sturdy 
wings on blade are molded into handle, preventing blade 
from turning, twisting or pulling out of handle. Made in 
three types: Machinist’s, in six sizes, 2 to 8 in.; cabinet 
maker’s and electrician’s, in six sizes, 3% to 10% in. Also 
put up in convenient size leather kit, containing six drivers, 
one each of 2, 3, 4, 5, 6 and 8 in. Suggested retail price 
$1.25 complete set. 








“Gitsnife” Pocket Knife 
Has Four-in-One Blade 

Principle, enabling quick adjustment of 
razor steel blade to four different lengths by 
merely pressing thumb lightly on a button, 
causing blade to ‘slide out end of handle. 
Utility pyralin handle to match popular foun 
tain pen sets, in attractive color combinations, 
List prices, $1.00 and $1.50. Dealer discount, 
331/3 per cent on one dozen, 40 per cent 
on half gross, together with attractive display help. Gits 
Bros. Mfg. Co., 1846 S. Kilbourne Ave., Chicago, IIl. 








G. E. Lamp for Sign Service 

Has the same physical dimensions as the 10-watt, S-11] 
lamp, with an intermediate screw base and an over-all length 
of 2 5/16 in. S-11 Mazda B lamp, 6-watt size, finished with 
the clear bulb or inside colored in red, blue, green, yellow, 
amber-orange, flametint or white. Available for 110, 115 
and 120-volt circuits. Particularly effective in the light 
colors for small signs over the sidewalk where the essential 
requirements are low mounting, close viewing, high competi- 
tive brightness and individuality in color and design, says 
the Incandescent Lamp Dept., General Electric Co., Nela 
Park, Cleveland, Ohio. 





Sand’s Simplified System of 
Bookkeeping and Filing 


Is complete within a 
portable metal box, at- 
tractively finished in a 
variety of tints. Proper 
use of the system will 
each day, at a 
glance, the following in- 
formation: Profits and 
losses, operating ex- 
penses, bank 
account, total 
cash sales, to- 
tal pay - outs, 
receivables, ac- 
counts payable 
(to whom) and 
amount of 
merchan- 
dise bought 
and sold. 


give 
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Sand’s Level & Tool Co., 8631. Gratiot: Ave. Detroit, Mich., 
states that with this system bookkeeping for the day can be 
done in 15 minutes, leaving a complete record for the next 
day. Also provides for weekly and yearly record and cor- 


respondence file. Sizes for retail merchants: Model A, 16 x 
12% x 11 in.; model B, 1234 x 8 x 11 in. Equipped with 
lock and key. The maker states that the system will correct 
unnoticed losses, control purchasing budget, simplify income 
tax and make easy the drawing of a statement upon short 
notice. 


Moe’s Long Feeder for 
Chicks, Growing Stock 


_Made_ in four 
sizes, constructed 
of heavy  galvan- 
nzed_ steel, with 
generous. size 
trough. Fitted with swinging or tilting top to prevent fouling 
the feed. Top, finished in red enamel, is adjustable up or 
down to give necessary head room. Sliding partition is in- 
cluded in all but the smallest size, which makes a three- 
compartment .feeder; convenient for feeding grit, charcoai, 





etc. Numbers, lengths and list prices: 458, 12 in., 25c.; 459, 
24 in., 50c.; 463, 36 in., 65c.; and 464, 48 in., 90c. Dealer 
cost respectively, $2, $3.90, $5.20 and $7.20 per doz. Hoeft 


& Co., Inc., N. Chicago, IIl. 


Sorbex 
Moss Peat 


Manufactured from the highest qual- 
ity of imported sphagnum moss peat, 
ground at least 25 times finer than any 
peat ever introduced in this country, 
says Atkins & Durbrow, Inc., 165 John 
St., New York City. It is offered es- 
pecially for renovating established lawns 
and for soil incorporation around finely 
rooted plants such a ferns, rhododen- 
drons, etc. Packed in bags containing 10 bushels of loose 
material, approximately 14% yard. Dealer cost, less than car- 
load lots, $1.25 per bag, CLs (minimum car 400 bags), $1.10 
per bag. Suggested retail selling price, $3 per bag. Avail- 
able after April 1. 








Lamp-Time 
Electric Clock 
and Table Lamp 
Has 
ments 
guaranteed to keep 
perfect time. Shade 
made of fine grade 
parchment. Available 
in three finishes, Sun- 
tan bronze, Bavarian 
gunmetal and_imita- 
tion Italian marble. 
Stands 16 in. high by 
12 in. wide, over all. 
Packed in individual 
corrugated cartons, 
weighing 7 lb. each. 
The Lamp-Time Corp., 
176 W. Wisconsia 
Ave., Milwaukee, Wis. 


clock move- 
unconditionally 
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Those dear dull days 
aw ARE GONE =~ 


Time was, when hardware was expected 
to deteriorate. Corrosion like the cholera 
was something you just had to accept— 
but today it’s taboo. Rust has become an 
ugly word. It’s ugly when it causes stock 
depreciation and even worse when it shows 
up on the blade of a customer’s carving 
knife. It is a failing of old fashioned steel, 
an unnecessary nuisance which has no 
place in modern merchandising. 

The day is fast approaching when all 
steel must be ‘‘Stainless}? not only be- 
cause ‘‘Stainless’’ has the appeal of per- 
manence (plated metal can never equal 
it) but also, because its deep, rich beauty 
fits the modern mode... The vogue is 
solid Stainless Steel. It’s profitable be- 
cause it’s popular. Genuine Stainless Steel 
is manufactured only under the patents 
of American Stainless Steel Company, 
Commonwealth Building, Pittsburgh, Pa. 
Write us for our interesting new booklet. 


STAINLESS STEEL 
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REFINSH 
YOUR OWN FLOORS 
with Oue 
POR TABLE DUSTLESS 
FLOOR SANDER 


ie 
4 | a. ELECTRIC POLISHER 





HERE is a life saver to take up the slack of 
dwindling profits. Dealers offering Dread- 
naught 6 rental service to home-owners, decorators, 
contractors and builders are showing a clear profit 
of $5 to $6 a day. Besides they’re 
seeing their sales of floor finish- 
ing materials mount daily. 
















Ask us about the attractive TRIPLE- 
EDGED INCOME built around this 
spectacular portable dustless sander 
that has stolen a march on the floor 
sanding machine industry. Mail cou- 
pon below for all the facts! 





-_ CheNew- _,, 
DREADNAUGHT 6 


PORTABLE DUSTLESS SANDER 


The Result of 16 Years of 
Acknowledged Leadership 
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POLLARD TO REENTER 
HARDWARE BUSINESS 


A. J. Pollard, veteran hardware 
dealer, who retired from busi- 
ness in 1926, has entered the 
field again with a store on Par- 
rish Street, Durham, N. C., pre- 
viously occupied by the Sorrell 
Hardware Company. The busi- 
ness will be operated under Mr. 
Pollard’s name. Mr. Pollard 
opened his first hardware store :n 
Durham in 1904. Following a 
fire in 1914, which left a section 
of the city in ruins, he bought 
the site occupied by his business 
until his retirement. 


PROVIDENCE HARDWARE 
& SUPPLY CO. SUFFERS 
FIRE; WANTS CATALOGS 


Fire recently damaged the 
quarters of the Providence Hard- 
ware & Supply Co., Inc., whole- 
sale distributors, of 49 Washing- 
ton Street, Providence, R. I., de- 
stroying the company’s office rec- 
ords and catalogs. The com- 
pany desires complete sets of 
new Catalogs. 

HAGGERTY HARDWARE IS 

DAMAGED BY FLAMES 


Fire which swept the business 
section of Sugar Grove, Pa., Feb. 
16, badly damaged the hardware 
store of D, H. Haggerty. 





FOSTER PLANS STORE | 
IN PONTIAC, MICH. 
Frank Foster, Pontiac, Mich., 
will soon open a hardware store 
in the Lovejoy Building, Pontiac. 
PITTSBURGH DEALERS 
HEAR UTILITIES MEN 


Members of the Pittsburgh 
Retail Hardware Association 
held a Washington Anniversary 
meeting, Feb. 26, at the Hotel 





Roosevelt, Pittsburgh, Pa. Rep- 
resentatives of the Duquesne | 
Light Co., West Penn Power | 


Co., Peoples Gas Co. and the | 
Manufacturers Light & Heat Cuv., | 
presented their code of policies 
for cooperation with the retail- 
ers. The utilities companies also 
outlined the possibilities for vol- 
ume for the retailer on the sale 
of electrical appliances and gas 
equipment. Reports on the re- 
cent convention were made at 
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the meeting, which was a ep well as stock in the warehouse. 


per session. 


J. L. SURPLESS, JR. 
SALES MANAGER FOR 
MODERN GRINDER MFG. 
James L. Surpless, Jr., has 
been appointed as sales manager 


of Modern Grinder Mfg. Co., 





J. L. SURPLESS, JR. 


Milwaukee, Wis. For two and a 
half years he sold the company’s 
line on the road, covering the 
midwest states surrounding 
Chicago, Ill. Previous to his 
connection with the Modern 
Grinder organization he was a 
sales executive for another man- 
ufacturing company. 

Mr. Surpless is the son of 
James L. Surpless, in charge of 
the Chicago, Ill., office of Sur- 
pless-Dunn & Co.. New York 
City, and vice-president of that 
company. 


six 


CONTINENTAL WOOD 
SCREW CO. CHANGES 
ITS NAME 


The Continental Wood Screw 
Co., New Bedford, Mass., has 
changed its name to Continental 
Screw Co. Originally the com- 
pany manufactured wood screws 
exclusively, but its line now in- 
maciine screws, stove 
number of other 


cludes 
bolts and a 
items. 


BELTON HARDWARE IS 
DAMAGED BY FLAMES 


recently damaged the 
of Henderson Hard- 


Fire 
warehouse 





Loss is partly covered by insur- 
ance. The company’s retail store 
was not affected by the blaze. 





MAX CORN PURCHASES 
BUTLER HARDWARE 
M. Butler has sold his hacd- 
ware store at 23 Croton Avenue. 
Ossining, N. Y., to Max Corn of 
New York City. 





HARE-BAILEY & NORTH 
FRAIM LOCK AGENTS 


The E. T. Fraim Lock Co., 
Lancaster, Pa., has appointed 
Hare-Bailey & North, Indepen- 
dent Life Building, Nashville, 
Tenn., as sales representatives 
for its full line of padlocks and 
rim night latches in southern ter- 
ritory. This territory includes 
Virginia, North Carolina, South 
Carolina, Georzia, Florida, Ala- 
bama, Mississippi and ‘iennes- 
see. 

SAND’S SALES AGENTS 
MIDWEST ABRASIVE LINE 


Sand’s Level & Tool Co., De- 
troit, Mich., have the exclusive 
sale in the United States for the 
Midwest Abrasive Co. Wolverine 
brand of flint paper and emery 
cloth. 


FRED LIESKE RETIRES 
FROM LIESKE HADWARE 


Fred Lieske has retired from 
the firm of Lieske Hardware Co., 
Henderson, Minn., his interest 
having been sold to A. F. Lieske 
and Carl Beecher. 


M. D. GILCHRIST SELLS 
BUSINESS TO C. W. DROLL 


The M. D. Gilchrist hardware 
store in Oskaloosa, Iowa, has 
been sold to C. W. Droll, who 
recently moved there from Des 
Moines, Iowa. 


ERIE HARDWARE ADDS 
PLUMBING AND HEATING 


The Erie Hardware Co., 1220 
State Street, Erie, Pa., has added 
a plumbing and heating depart- 
ment to its business. The de- 
partment will be in charge of 
C. B. McCrat, former shop su- 
perintendent of Pickett Hard- 


ware Company, Belton, Tex., as | ware Co., Warren, Pa. 








J. C. BRADLEY, JR., 
PRES. LAMP-TIME CORP. 


Jesse C. Bradley, Jr., formerly 
field manager for the Master 
Lock Co., Milwaukee, Wis., has 
been named as president of the 





J. C. BRADLEY, JR. 


Lamp-Time Corp., Milwaukee, 
Wis. Other officers are: Arthur 
H. Bower, vice-president, and 
Edward V. Ranft, secretary and 
treasurer. The company manu- 
factures a combination table 
lamp and electric clock, dis- 
tributed sir.cty on a jobber 
policy. 


HUGHES, DISTRICT SALES 
MANAGER, WOOD SHOVEL 


Joseph T. Hughes is now dis- 
trict sales manager for The Wood 
Shovel & Tool Co., Piqua, Ohio, 
in the district comprising New 
York, Pennsylvania and eastern 
Ohio. Mr. Hughes has _ had 
twenty-five years of experience 
in the shovel business, having 
formerly been with the Ames 
Shovel & Tool Co., North Easton, 
Mass., and is well known by job- 
bers and supply houses in the 
territory he is now covering for 
the Wood organization. His ad- 
dress is 9823 Lake Avenue, 
Cleveland, Ohio. 


SHEPHERDSON HDWE. 
DAMAGED BY FIRE 


The Shepherdson Hardware 
Store, Riverton, Neb., was dam- 
aged by fire recently. 
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GRIFFIN BRACKETS 





GRIFFIN Brackets are offered in types, styles 
and finishes to meet the varied uses to 
which these hardware items are applied 
both commercially and in the home 


The new No. 348 Girder Type Shelf Bracket (top 
illustration) combines neat appearance with the 
strongest shelf bracket made today. It has no 
braces to hinder using entire shelf space below. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 











Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 PurcHAse Sr, 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Marker St. 


MARCH 3, 1932 














SUPREME for SALABILITY 


HE chief trouble in selling articles “just as 
good” is that generally they are NOT. 


Such goods rarely have a reputation or known qualities 
to sell themselves—they must be “pushed” by the 
dealer, who thereby adds to his selling cost and risks 
his own reputation, as a substitute for the lack of 
reputation of the goods themselves. 


Reasons such as these explain why most hardware 
merchants handle DIETZ LANTERNS exclusively. 


R. E. DIETZ COMPANY 


NEW YORK 


Largest Makers of Lanterns in the World— 

Founded 1840. Output distributed Through 

the Jobbing Trade Only. We Do Not Sell 
Mail Order Houses and Chain Stores 














!\| Qotae2 
| LANTERNS 
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SEXTON HEADS JERSEY 
SHORE DEALERS’ ASS’N 


At the Feb. 18 meeting of the 
New Jersey Shore Hardware 
Dealers’ Association, held at Bel- 
mar, N. J.; Robert A. Sexton, A. 
M. Townley & Co., Long Branch, 
N. J., was elected president of 
the association. Other officers 
Vice - president, Bertram 


are: 
Birch, Freehold, N. J.; secretary, 
Willard Prigge, Freehold, and 


treasurer, Arthur Frazee, Asbury 
Park, N. J. 

Edmund Coyte, Asbury Park, 
retired as president of the as- 
sociation at the meeting. The 
association’s next meeting will he 
held March 19 at the Garfield- 
Grant Hotel, Long Branch. 





TOY KNIGHTS HOLD 
ANNUAL MEETING 


The twelfth annual meeting of 
the Toy Knights of America was 
held at the Fifth Avenue Build- 
ing, New York City, Feb. 1. 
Elmer J. Baillie, last year’s vice- 
president, was elected president 
for the ensuing year. Other of- 
ficers elected are: Vice-president, 
Arthur H. Rose; secretary, Tom 
McGinty; treasurer, Max Bing, 
and director of publicity, H. L. 
Treadwell, Toy World, affiliated 
with Harpware Ace. Retiring 
president Robert J. Whyte con- 
ducted the meeting. Mr. Tread- 
well was also elected chairman of | 
the by-laws committee to work | 
with P. T. Connell and H. A. | 
Christen to formulate a set of 
by-laws for the organization. 

A banquet was held by the or- 
ganization at the Hotel New 
Yorker, Feb. 20. 


LATHAM AND BOYD BUY 
HAINES HARDWARE CO. 





Jack Latham and J. P. Boyd 
have purchased the Haines Hard- 
ware Co., Spokane, Wash., from | 
F. L. Haines. Mr. Boyd was | 
formerly manager of the house | 
furnishing, stove and electric de- 
partment of Holley-Mason Hard- | 
ware Co., Inc., Spokane, Wash., 
with which he was connected for 
30 years. Mr. Latham was an 
employee of the same company 
for 13 years as assistant to Mr. 
Boyd. The firm will operate un- 
der the name of Boyd & Latham 
Hardware. 

Mr. Haines, who is retiring 
from active business, established 
the store 18 years ago, having 
previously been connected with 


Holley-Mason Co. 








CORD-TEX OPENS PLANT 
IN NEW ORLEANS, LA. 
The Cord-Tex Co., Inc., has 

moved from 531 South Peters 

Street, New Orleans, La., to 

larger quarters in the National 





Enameling & Stamping Co, 
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Building, 401 Gaienne Street, 
New Orleans. A cordage plant 
for the manufacture of manila, 
sisal, Java ropes, manila, sisal and 
Java twines and hard fiber spe- 
cialties will be operated at the 
new address, The company be- 
lieves that this is the first com- 
plete plant of its kind to be lo- 
cated in the south. 

The organization was formed 
in 1920 for the distribution of 
cordage to the wholesale trade. 





W. I. BURKHALTER 
OPENS NEW BUSINESS 
W. I. Burkhalter, with 


years’ experience connected with 
Rome Hardware Co. and Griftin- 
Cantrell Co., both of Rome, Ga., 
entered business for himself upon 
the merger of the above com- 
panies. Mr. Burkhalter is con- 
ducting his store at 115 Broad 
Street, Rome, Ga. 
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GIBSON-STARK OPENS 
STORE IN WHEELING 


The Gibson-Stark Hardware 
Company, which purchased the 
entire stock of the Long Hard- 
ware Store, Martin’s Ferry, Ohio, 
has opened business in the quar- 
ters formerly occupied by the 
Long business. 





JOHN W. DRAPER IN 
BUSINESS 40 YEARS 


John W. Draper, John W. 
Draper & Son hardware store, 


5800 Vernor Highway West, De- | 


troit, Mich., has been in business | 


forty years. He was born on a 
farm near Wallaceburg, Ont. 
Tiring of farming and later of 
lumber mill work he became a 
tinsmith shop apprentice and 
went to Detroit on a wood barge, 
in 1888. For two years he worked 
in a Detroit hardware store, 
which he left to open his own 
store. After fixing up a store 
he had $30 left for stock. Two 
years later he moved to a new 
location, near his present busi- 
ness place. 

The business changed from one 


dealing mostly in farm imple. | 


ments to one catering to city and 
building needs. His son John is 
in the business with him. 





A. E. HENDRICKS HEADS 
PIERCE HARDWARE ASS’N 


Alfred E. Hendricks was 
elected president of the Pierce 
Hardware Employees  Associ- 
ation held recently, at the store 
of Pierce Hardware Co., Taun- 
ton, Mass. Other officers elected 
are: Vice-president, Camille 
Denis; secretary, Mildred Allyn, 
and treasurer, Joseph Correia. 
Bion L. Pierce addressed the as- 
sociation on the subject, “What 
to Expect During -1932.” 





C. J. MeCLUNG PASSES; WAS CHAIRMAN OF. THE 
BOARD, C. M. McCLUNG & CO. 





Charles James McClung, 65,¢ 


chairman of the board of di- 
rectors of C. M. McClung & Co., 
Knoxville, Tenn., wholesale hard- 
ware distributors, died Feb. 10 
at the Pancoast Hotel, Miami 
Beach, Fla. He was having a 
mid-winter vacation at Miami 
and seemed to be in his usual 
health until suddenly stricken. 





CHAS. J. McCLUNG 


Because of his health, as a young 
man, he entered the McClung 
business, instead of going to col- 





lege, and remained with the or- 
ganization the rest of his life. 
Soon after entering the employ 
| of the company he became a 
member of the firm, and when it 
| was incorporated in 1905 he was 
made secretary and _ treasurer, 
| later becoming successively vice- 
| president, president and chair- 
| man of the board. His family 
| had always been active in the 
| business life of Knoxville and 
| his great grandfather laid out 
the site of Knoxville. His broth- 
| er, Calvin M. McClung, founded 
| the firm of C. M. McClung & Co. 


THOMAS M. GARDINER 


Thomas M. Gardiner, 53, man- 
ufacturers’ representative, with 
offices in San Francisco, Cal., 
died Feb 2 at his office, following 
a heart attack. He had been 
identified with the western hard- 
ware field for almost forty years. 
Twenty-five years ago he an- 
nounced himself as “the Buggy 
Whip King,” and was one of the 
leading salesmen in that’ trade. 
He had his first business experi- 
ence in the paint trade and later 
was vice-president and general 
manager of the Boyle Mfg. Co., 
Los Angeles, Cal., for several 
years, 

For many years he had been a 
manufacturers’ representative for 
well known hardware and house- 
wares lines in his territory, where 
he had a wide reputation for his 
| energy and spirit in selling. 











a young man he had been well 
known as an amateur boxing 
champion. 

For the past year his son, 
Thomas Robert, had associated 
with him in the firm of Thomas 
M. Gardiner Co., which he is con- 
tinuing. Lines represented by 
the Gardiner Co. are: Maine 
Mfg. Co., Nashua, N. H.; Budke 
Stamping Co., Canonsburg, Pa.; 
Luther Grinder & Tool Co., Mil- 
waukee, Wis.; Abegg & Rein- 
hold Co., Inc., Los Angeles, Cal.; 
A. C. Williams Co., Ravenna, 
Ohio; Canonsburg Steel & Iron 
Works, Canonsburg, Pa.; Ed- 
wards Mfg. Co., Cincinnati, 
Ohio; Haag Bros. Co., Peoria, 
Ill., and Weldunn Products Co., 
Inc., Indianapolis, Ind. 





OTTO BERNZ 


Otto Bernz, 75, president and 
treasurer, Otto Bernz Co., Inc., 
Newark, N. J., died Feb. 18. He 
founded the blow torch and 





OTTO BERNZ 


plumbers tools company in 1876 
and in~waddition was active as a 
builder, having been head of the 
Bernz Realty & Investment Co., 
in the same city. Mr. Bernz was 


also treasurer of Roosevelt Se- 
curities, Inc. 
F. T. DUHRING 
Frederick T. Duhring, 69, 


hardware dealer and twice presi- 
dent of the California Retail 
Hardware Association died 
cently following a heart attack. 
He had been: active until a few 
days ‘prior to his death, although 
he ‘had not been in good health 
in recent years. His father, 
Frederick Duhring, first estab- 
lished his general store at Sono- 
ma, Cal., in 1855. Upon the 
death of Mr. Duhring in 1889 
his son took over the manage- 
ment of the business. A few 
years ago he moved to Berkeley 
and later to San Francisco, 


re- 


As| where his death occurred. 
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A BLAISDELL Pencil 


For Your Own Use.. 


> 
z 

o 

; c 
Hardware merchants find this pencil 3 
just right for many uses in their own z 
store and a profitable seller to other 4 
stores. Unequalled for marking metal, 3 
glass, china, tin, agateware, aluminum 2 
y 
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and all goods with polished surfaces. x 
String feature does away entirely with Pil, 
use of a knife to cut the paper strip 5as 
before unwinding. Made in 2 styles, mis 
No. 792-T with string, as illustrated, az 
and No. 792 without string feature for 32 
same purpose. Try this pencil—you’ll aoe 
like it. Order by number from your > 
jobber. , i 

> 

‘ PENCIL < 

als COMPANY 2} 

Philadelphia U.S. A. 8 


Awarded Gold Medal Sesqui-Centennial 1926 











50 years on a DOOR 


good for fifty years more 


WY 
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Notabene 


The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still-in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 


These Historic Hinges can be seen at our factory 


rrape /BOMMER, MARK 


Millions and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Beooklyn, N. Y. 

















HERES THE MARKET 
for rubber tips and humpera 











Hand Sharpened 








JUST OUTSIDE YOUR DOOR 


Every home, school-house, hospital, library, hotel and municipal building in your 
community is a potential prospect, for these fast selling replacement items. They have 
thousands of uses on chairs, doors, desks, walls and furniture for the elimination of 
noise and the prevention of scratches. 

Prepare now to supply this enormous market by checking your inventory and ordering 
your new stock for 1932 from your’ wholesaler or direct. 

SEND FOR CATALOGUE NO. 50 
Complete specifications and prices on our full line of rubber tips and bumpers. 


Rubber Head Nails 








Carefully molded of unusually durable 
rubber these nails offer good protection 
wherever inexpensive rubber bumpers are 
required. Six stoek’ sizes. 





Suction Cups 

Display -signs and othér objects in 
stores and restaurants may easily be 
attuched to glass or varnish surfaces 
by using suction rubber cups that 
stick. Illustration shows suction cup 
No. 4886, 134” dia. for holding heavy 
objects. Several other sizes and types 
in stock. 





Slotted Screw Tips 
Manufactpred to fill the popular de- 
mand for a lower priced bumper to 
be used on door stops, furniture and 
closet seats, and hundreds of other . 
places where bumpers are required. bad Mw F] 
Supplied in several sizes. MUNICIPAL BUILDINGS 


The. ELASTIC TIP COMPANY 





























(Gi cutters (the lips and spurs) of all genuine 
Russell Jennings Bits are sharpened to a keen 
edge by hand, and it is done in a way that makes 
the edge hold. Afterwards, each bit is tested for edge 
and strength by boring it into tough hickory. Then, 
and not until then, are they ready to leave the factory. 


Distributed Thru Wholesalers 
THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 














BOSTON. 370 ATLANTIC AVE. - MASSACHUSETTS 
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SEAL KRAFT 
ss 





‘ 


REVOLUTIONIZED 


Rose Bush 
Merchandising 


The Patented Seal Kraft Process 
which preserves the life moisture in 
rose bushes has transformed your 
job of marketing rose bushes from 
one of doubtful profit to one of 
assured success. 

The announcement of this revolu- 
tionary process by radio to consum- 
ers is creating consumer demand. 
Prepare now for this demand by 
asking us about a dealer franchise 
in your territory. 


YOUR SEAL 











The Seal Kraft Process is the 
means by which the precious life 
moisture of the rose bush is 
sealed within the plant by a wax- 
like preparation until natural 
functions have been re-estab- 
lished by placing the plant in the 
soil. It guarantees a healthy 
stock of rose bushes for your 
counters. 


C. E. WILSON & CO., Inc. 


ge 9.5 Dept. Al Manchester, Conn. 




















Toys That Mean 
Large Spring Sales 


ee 





















Repeat your fall toy business in the 
spring by stocking the line that sup- 
plies the seasonal as well as the 
year round demand. 


The garden sets featured here are 
furnished in three sizes and the 
lawn mowers in foursizes;to , 
meet the requirements of £ 
children of all ages. f; 


Jack Sets in bottles 
and in bagsat all prices 
are ready for instant 
delivery. 


Write for our Catalog. Ask your Jobber for prices. 


ARCADE=TOYS 


ARCADE MANUFACTURING COMPANY 
FREEPORT, ILLINOIS 











ths. 


sing) 


Transmits a substantial amount of the 
shorter ultra-violet rays of sunlight at 
313 mu. and more daylight, yet costs no 
more than any good window glass. 


AMERICAN 


WINDOW GLASS CO. 
Fifth Avenue Bldg., Pittsburgh, Pa. 


This label appears on every light of genuine 
Lustraglass. 


o 


























SATISFACTION ASSURED 


For DEALER and POULTRYMAN 


Quality merchandise always wins and holds 
friends for the dealer through giving extraor- 
dinary service to the user. “Moe Line” poul- 
try equipment is made in a quality way from 
quality materials. It always creates good 
will for the dealer who sells it and pro- 
vides enduring use for the man who buys it. 


vorscen UOEFT & COMPANY 

















Chick Fountain 2395 avis street North Chicago, Il. 


| ool | <A | aan | 
More Profits for Dealer and Poult 
Baw @ 8 
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Ampex No. 22 Double 
Convenience Outlet 

Has white porcelain body, slightly 
bigger than single outlet. Wired with 
same amount of work as single con- 
venience outlet, but with advantage of 
two outlets. Suggested retail selling 
price, 25c. to 30c. Ampex, Inc., 195 
Morgan Ave., Brooklyn, N. Y. 








White Mountain. 
Electric Refrigerators 


Have sliding shelves, broom 
high legs, vegetable crisper, 
rounded corners, top-mounted 
unit and chromium hardware. 
Five models ranging from 44% 
cu. ft. to 11 cu. ft. One of the 
most popular models for small 
fsmilies has 5.75 cu. ft. ca- 
pacity with shelf area of 9 sq. 
ft. Makes 5 lb. of ice, 49 cubes. 
Exterior size, 28 in, wide, 2354 
in. deep and 61%4 in. high, in- 
cluding Queen Anne style legs. The Maine Mfg. Co., Nashua, 
N. H., states that unit is vibrationless and foolproof. 








Coleman Instant 
Gas Stove 


Line includes two new 
ranges of table top type, in 
attractive finishes. Burners 
are completely concealed by 
table top, when not in use. 
Stoves are finished in non- 
staining acid-proof porcelain, i 
says Coleman Lamp & Stove Co., Wichita, Kan. Marbleized 
black and white frame with cream door panels and meadow- 
green bakelite handles. In addition, conventional high oven 
and low oven ranges, three and four burner cabinet models 
are available, with instant lighting, lifetime guarantee fuel 
tanks, patented safety fuel valve lock, alloy generators, etc. 
The maker states that these new models have 50 per cent 
fewer working parts, giving simplified operation, reduced 
repair and service. 


Edwards Rust 
Remover 

For use on au- 
tomobiles, im - 
plements, ma- 
chinery, tools, 
guns, golf clubs, 
skates, sewing 
machines, metal 
signs, electric 
fans, etc. It is 
said to polish as 
it cleans and is 
suggested also 
for use on tile, 
porcelain and 
glass skylights. 
Sold in attrac- 
tive nickeloid 
sifter top cans. 
List price $9 per dozen in ornamental counter display, printed 
in four colors. Weight of carton of 12, 7 lb. Dealer discount 
40 per cent. Edwards Products Corp., 45 W. 34th St., New 
York City. 
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Something Worth Talking About 
When You Sell 


The “Ajax” 


mW he, 
\ i} 














Bi int 
TYPE 3001 


Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 
Hinges. 

The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball-bearings for carrying the weight of the door. 

The reversible beveled side plates present a 
pleasing and neat appearance when applied to the 


~-(CHICAGO)-~ 
SPRING HINGES 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S. A. 
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Would you gamble- FO U R 
surat Balt ome A C E S ? 


here is a gamble that requires only 
a two cent stamp. You ask us only 
to show you without any obligation OF COURSE! Yet here is a gamble 


to you how the application of the P 
HELLER System will increase the that costs you nothing but a two- 
profits of your store regardless of cent stamp, with the success of your 
location or present volume. You do . S 

not even need to have any addi- Store and future profits as the stakes. 
tional capital to apply the Heller 


System—for the cost of application . = 
is distributed through easy pay- : 

ments which are taken care of by 

the increase in profits! This is not 


dream stuff—it is octual fact. We 

have done the job in hundreds of ; iMhdi: ; 
instances all over the country. It’s Business Building Store Equipment 
a small gamble on your part, that 

2c. stamp. For if we do not con- W.C. HELLER & CO. 
vince you, it costs you nothing 


more. Send this ad now while this 770 BRYANT ST., MONTPELIER, OHIO 





page is before you. Write your 

name and address or clip to your Sign in the margin. New York Office 

letterhead. REMEMBER — NO Tear out this ad and 20 Vesey St. 

OBLIGATION. mail today. 3A Sulte 500 
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A NEW WEEKLY 
FEATURE! 





How’s we Hardware Business? 


by STEWART JAMES 


A trade digest of 
conditions affecting 
distribution of hard- 
ware and allied mer- 
chandise, gathered 
from trade areas of the 
entire country and pre- 
sented as a weekly fea- 
ture of Hardware Age. 
Mr. James will inter- 
pret for hardware men, 
such basic factors as, 
crop outlook, freight 
ear loadings, circula- 
tion of money, build- 
ing progress, employ- 
ment, etc. He will also 
deal with specific price 
trends, demand for 
merchandise, shortages 
and future outlook as 
reflected by his study 
of the national hard- 
ware market situation. 











March 1, 1932. 
Moderate Gains Appearing 


HERE has been a refreshing 
trend of comment from salesmen 
and others whose recent trips 
have taken them into offices of hard- 
ware executives in- many leading cities. 
All report a real growth of favorable 
feeling and a gradual awakening of 
actual buying. One can sense the sin- 
cerity of most of these comments, be- 
cause of the apparent desire to avoid 
exaggeration and to emphasize the 
moderateness of the evident upturn. 
Hardware wholesalers, with few excep- 
tions, have received more orders, and 
for more items, during February than 
during January. Successive weeks 
seem to be maintaining slight consecu- 
tive gains. Even in cities whose actual 
business shows no increase, the news 
of progress in Washington has served 
as a stimulus toward an early start of 
betterment. 

Current trade reviews indicate that 
while business is still waiting, it is not 
the weary waiting that has character- 
ized many past weeks, but is livened 
by an undertone of expectancy. One 
large investment organization which 
periodically makes a private and wide- 
spreadsurvey, involving personal can- 
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vass of key industrial centers, wound 
up its studies with the announcement 
that business appears now to be get- 
ting in shape for a decided measure of 
recovery this coming autumn. 


Crop Values Appreciate 


Almost $200,000,000 was added to 
the paper value of ‘the country’s prin- 
cipal crops by the sharp rise in com- 
modity prices which followed the favor- 
able progress of the Glass-Steagall bill. 
Wheat jumped 414 to 514 cents a 
bushel from levels prevailing just be- 
fore the bill passed the House of 
Representatives. This added approxi- 
mately 4444 millions of dollars to the 
potential value of a wheat crop of 
891,271,000 bushels. The country’s 
prospective cotton crop, estimated by 
the Government at close to 17 million 
bales, appreciated somewhat more than 
$42,000,000 in paper value, prices ris- 
ing around $2.50 a bale to the highest 
levels since last August. 

Foreign demand, expecting a rise in 
commodity prices following the credit- 
expansion legislation, was mainly re- 
sponsible for buying which boosted 
cotton prices. Wheat and cotton were 
also bought heavily by domestic specu- 
lators. The huge estimated corn crop 
of 214 billion bushels added about 
$76,705,890 to its potential yalue dur- 
ing the week of Feb. 15, as prices 
rose between 1 and 3 cents a bushel. 
Oats appreciated more than 22 million 
dollars in potential value on a rise of 
154 to 2 cents a bushel. 


Wholesale Commodities 


The Annalist weekly index of whole- 
sale commodity prices figured on 1913 
averages as par, or 100 per cent, re- 
covered slightly after 13 weeks of 
decline and stood at 92.2 on Feb. 16, 
compared with 92.0 the Tuesday previ- 
ous and 111.0 a year ago. Chiefly in- 
strumental in the rise were advances 
in the grains, cotton and copper, with 
losses in steers and meats only par- 
tially offsetting these gains. 

The index continues very sensitive to 
outside factors. The downward trend 
that has been characterizing these 


prices in general, continued until the 
announcement of the Washington pro- 
gram for bank aid caused rallies in 
both the security and the commodity 
markets. : 

A few leading comparisons in the 
Annalist price index include: 


Last 

Feb.16 Feb.9 Year 

Farm products ..... 76.3 76.0 101.0 
POMEs. ...:>- cee 94.7 94.9 114.7 
Rees... eae 79.4 79.4 102.8 
Fuels... a. 124.4 1246 140.0 
a ee 95.9 105.7 
Building materials ..107.7 107.6 125.2 
Chemicals 96.5 96.5 100.4 


842 823 88.9 


Miscellaneous 


Steel Output Reduced 


Steel ingot production has declined 
another point to 26 per cent of the 
country’s capacity, according to the 
Feb. 25 issue of the Jron Age. The 
sharpest drop has occurred in the 
Wheeling district, which is at 35 per 
cent as against a recent rate of 50 per 
cent. Only at Cleveland has there 
been a gain, and that is small. 

Lack of substantial railroad and au- 
tomotive demand continues the chief 
handicap of steel producers. Current 
production is believed to represent 
minimum needs of all important users 
of steel, including the railroads and 
the automobile manufacturers. There- 
fore, any change in these transportation 
industries must be in the way of im- 
provement. 

The monthly bulletin of the flat 
rolled steel manufacturers discloses 
very conservative operations. , January 
sales of sheets totaled 121,258 net tons, 
against a production of 118,921 tons. 
Unfilled tonnage Feb. 1 was 126,508 
tons. 

Close observers of steel trade condi- 
tions express the belief that some of 
the smaller steel companies manufac- 
turing special lines may enjoy a more 
rapid recovery in business than their 
larger competitors. Demand for spe- 
cialties is likely to assume relatively 
larger proportions before general steel 
buying picks up materially. 


Automotive News 


Other expectant and growingly busy 
small producers are the several thou- 
sand plants sharing to greater or less 
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CRUCIBLE {J BRAND 


Trade Mark Reg. U. S. Pat. Off. 
FULLY WARRANTED 


The Perfect Cutting Shears 












P PAT.MAR.S, FJ 
ALL YOU DO a 


4S TURN THE SCREW [= 
HS 


NEVER TOO LOOSE ey NEVER TOO TIGHT 


These Shears are assembled with special 
“Lockset” Lock-nut Device, embodying an entirely 
new principle in keeping snugly together both shear 
blades. 

The screw passes through an anchored tube, 
(Special Lock-nut fastened to the latter) and will 
not loosen or tighten UNTIL YOU TURN THE 
Ss WITH AN ORDINARY SCREW DRIVER. 

Made in 7” and 8” sizes in the Straight and Bent 
Trimmer Patterns with Full Nickel and Japan 
Handles. 

If your Jobber does not carry the “Crucible” 
Lock-Nut Shears, write us and we will name nearest 


Jobber. 
THE ACME SHEAR COMPANY 


Knowlton and Joseph Streets 
BRIDGEPORT CONN. 
We Sell to the Wholesale Trade Only 





Prepare for Spring Trade 








STERLING Grindstone 


Farmers, mechanics and home owners will soon 
be looking over the tools that need grinding. 
Make the job easy for them—sell them a 
STERLING grindstone. Its sturdy construction, 
double-treadle frame, encased ball-bearings, and 
comfortable saddle make propulsion almost as 
easy as riding a bicycle. It grinds quickly—none 
better—one sells another. 

Your Jobber will supply you. 

Send for Folder and Prices. 


The Cleveland Quarries Co. Mtl, 
Cleveland, Ohio 
28 West Broadway, New York { 
Lombard & Co., Inc., Boston, Mass. 

















New England Agency 




















Th’ “Hivinly” Hod— 5 


—"An’ th’ good di 

father has always acs 
told me, that they'll 
be givin’ me a harp 
whin Oi go to 
Hivin’ an’ Oi’ll sit 
an’ play sweet 
music all the day— 


But, O’im av the opinion, an’ begorrah, it will 
plaze me better, that phwat they'll be after givin’ 
ould Pat will be anither hod—a golden wan, sit 
with di’monds—that’ll carry a da-cent load with- 
out la’kin’ all over a gintlemin’s shoul-dher.” 


NEVER DRIP STEEL MORTAR HODS 


Cannot leak. Made entirely of steel with wooden 
shoulder saddle and handle. Edges reinforced— 
fork pressed from heavy gauge steel. Weight 
only 11 Ibs. 





Get a stock in. They 
sell easily with an 
excellent profit. 
Write today for 
prices. 





The Cleveland Wire Spring Co. 
CLEVELAND, OHIO 
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. Time to Sell 
SHOELASTS 


Repair work is_ in- 
creasing shoe lasts 
and stands are in de- 
mand. Set shown in- 
cludes lasts with latest 
style toe; one espe- 
cially adapted for 
ladies’ work. Extra 
heel piece makes it 
possible to repair 
ALL SIZES of 
HEELS. Our 





Set ; 
66 99 
includes J ERSEY 
4 lasts Guaranteed 
extra Lock Bearing 
heel ne Shoe Lasts 
and stan and Stands 
complete 


are made of best materials—strong and practical. The 
LOCK BEARING insures rigid foundation for operator. 
Two sizes: No. 510—20-in. Stand, 4 Lasts and Heel Piece. 
No. 511—24-in Stand, 4 Lasts and Heel Piece. Good 
Profit. Sold by Leading Jobbers. Send for Samples and 
Prices. 


* STAR HEEL PLATE CO. 
357-391 Wilson Ave. Newark, N. J. 
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degree in the making of Ford auto- 
mobile parts or supplies. 

There is encouragement for business 
in the surprisingly large number of 
orders being placed with Ford dealers 
for the new cars without sight of even 
a sample or a description, and without 
knowledge of price. A canvass of deal- 
ers reveals that several hundred bona- 
fide orders have been placed for the 
four and eight cylinder Fords, and in 
each case either a deposit had been 
made or an old car turned in. 

Studebaker Sales Corp. sprang a 
surprise in announcing that prices on 
all models of their cars will be in- 
creased from $20 to $100, effective 
March ]. Explaining the advance, the 
company states that its reserve stock 
of materials purchased last year for 
less than production cost has been used 
up and that such materials now cost 
more. 


Freight Car Loadings 


Freight car loadings throughout the 
United States in the week ended Feb. 
13 were about 12,300 cars under the 
preceding week, placing the total at 
about 562,550 cars. This decline is 
news of decidedly bearish trend. In 
1931 there was an increase of 1636 
cars between the weeks of Feb. 7 and 
14, and in 1930 a 5016-car gain. 

However, freight movements on some 
of the Southwestern lines continue to 
appear most favorably. For instance, 
during the same week, ending Feb. 13, 
the Santa Fe made the best showing 
since the heavy grain movement of 
last summer. The cars of all freight 
handled were within 5 per cent of a 
year ago, compared with declines rang- 
ing between 15 and 20 per cent during 
the previous months. Grain was the 
chief bolstering factor. The week’s 
4300 cars loaded with grain were nearly 
three times the number in 193]. In- 
creased market prices and the desire 
to escape higher freight rates on grain, 
which went into effect Feb. 20, led 
many farmers to take their products 
from storage. 


Side-Lights in the News 


The cotton-spinning industry was re- 
ported by the census bureau to have 
operated during January at 84.5 per 
cent capacity on a single-shift basis, 
compared with 79.3 per cent in Decem- 
ber and 80.7 per cent in January last 
year. 

Weather bureau reports show that a 
large section of the South is getting 
the warmest weather in the last sixty 
years. In sugar cane fields of south- 
western Louisiana, stubble cane, which 
has sprung up from last year’s plant- 
ing, is farther advanced on some plan- 
tations than it would be in May of an 
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ordinary season, forecasting an extraor- 
dinary sugar crop, unless late cold 
spells are met. 

Production of lumber for the week 
ended February 13 remained close to 
the low levels of recent weeks. Com- 
bined output of hard and soft wood 
mills increased 13,000,000 ft., with 
shipments 38 per cent, and orders 33 
per cent, in excess of the output. 

Building permits in 563 cities and 
towns in the United States amounted 
in January to $48,516,351, or 15.3 per 
cent less than in December, 1931. The 
normal seasonal expected decline is 
10.5 per cent. Permits for January this 
year were 55.4 per cent below January, 
1931. 

January sales of life insurance sus- 
tained the upward trend of the last 
few months. The volume sold during 
last month was 1 per cent greater than 
in January, 1931. Every section of the 
country showed better during January 
than a year ago, which indicates ap- 
parent business improvement. These 
figures are based on companies repre- 
senting 88 per cent of the total life 
insurance in force in the country. 

A total of $1,967,000,000 in revenue 
from customers was received by the 
electric industry of the United States 
in 1931, as compared with $1,991,000,- 
000 in 1930, according to statistics com- 
piled by the National Association. 


News of the Chain Stores 


There is a well-authenticated report 
that a leading national food store 
chain, comprising about 5000 outlets, 
have decided to add to their stocks 
about 250 selected items of hardware, 
mostly household supplies. This chaia 
is seeking tb increase their volume of 
sales per store, to compensate for re- 
duced prices and reduced dollar sales. 
Their surveys have led them to hard- 
ware items as the logical addition, 
largely because of the incomplete and 
inefficient job done by many hardware 
retailers, in distributing popular priced 
kitchenware and home specialties. This 
is a sad, but probably deserved, com- 
mentary upon the unprogressive meth- 
ods still in vogue in many independ 
ent hardware stores, even in desirable 
towns and locations. The success or 
the future spread of such a chain effort 
must depend upon the speedy awaken- 
ing of hardware merchants in every 
chain store area. 

A 10 per cent cut in the prices of 
automobile tires to large commercial 
dealers was announced this month from 
Akron, Ohio. There will be no change 
in the retail prices of tires. The re- 
duction sharpened a dispute between 
independent dealers and the larger 
corporations, the small retailers charg- 
ing it is another step to crowd them out 





Goodrich, Firestone, Gen- 
eral and Goodyear joined in announc- 
ing the reduction, but denied originat- 


of business. 


ing it. The cut does not affect mail 
order houses. 


Price and News Notes 


On Feb. 20, window glass manufac- 
turers raised prices to the jobber ap- 
proximately 10 per cent. Resale prices 
to the hardware dealer must soon take 
a corresponding advance, and dealers 
are sorting up their glass stocks while 
they can buy at present prices. It has 
been felt that at previous low prices, 
the manufacturers could not operate at 
a profit. , 

Makers of carriage, machine and lag 
bolts have generally withdrawn recent 
price concessions to jobbers, and have 
steadied and reaffirmed prices at the 
“official” figures named last fall. While 
this effects an advance to wholesale 
buyers, the only immediate effect upon 
prices to dealers will probably be the 
ending of prevalent price-cutting on 
small sizes, or on rolled thread bolts. 

Prices recently issued on coal hods 
for fall shipment are reduced about 
71% per cent from last year’s schedules. 

Manufacturers of rubber - covered 
electrical wWite have settled some of 
their differences, and there has been an 
advance of 21% ver cent on code wire. 
Electrical wire has been said to be 
under the cost of production, and it is 
surmised that further advances may 
follow. 

Early open weather has brought un- 
expectedly large February demand for 
baseball goods of all kinds, and for 
roller skates. Prices are much lower 
than 1931 and many dealers are dis- 
playing spring sports merchandise 
early. 

Stores report an early spring de- 
mand for low-prited silver-plated table- 
ware, and for nickel silver ware. House- 
cleaning time frequently brings to the 
housewife the urge for new tableware, 
kitchen supplies and china. 

During the month of March dealers 
usually find the start of active demand 
for such chain items as tie-outs, halters, 
trace, breast and wagon chains. Prices 
remain unchanged except tie-outs, on 
which manufacturers have announced 
an advance, claiming that they have 
been selling for less than cost. 

Copper rivets and burrs have fol- 
lowed the low prices on ingot copper, 
and are now selling at the lowest price 
on record. 

Wheelbarrows are offered at very at- 
tractive and much reduced prices. 
Manufacturers of this line, too, com- 
plain of profitless selling, and intimate 
that prices must advance at the earlies 
opportunity. 


HARDWARE AGE 
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ARE THE RESULTS OBTAINED FROM 
“ ° " High Speed 
ed ee DRILLS 


THE STANDARD] TOOL Co. 


LEVELAND 
New “mie Reade St. 
Chicago—522 W. Washington Blvd. 
Fredk. Pollard & Co., Ltd. 















They’re New! 
RED DEVIL 
Double Blade Wood 


SCRAPERS 





For painters, paper hangers, car- 
penters, refinishers, etc., the best 
scraper available. Comes in sev- 
eral styles. Easy to handle, easy 


to dress with the burnishing pin. 
Blades quickly changed. 


LANDON P. SMITH, Inc. 


For full details Manufacturers 
of the complete P 
line, write to Irvington, N. A U. S. A. 














THE NEW 
FAST SELLING 


PACKAGED NAILS 


No wrighing—no loss in selling as 
with bulk nails, your customers 
get more and better nails to the 
pound. No scales, paper bags, or 
twine needed. Clean and easy to 
handle. The convenient way to 
handle nails for you and your cus- 
tomers. 





Handsome — stand provided for dealer. Holds 
assortment of 140-5 lb. cartons. Or-cupies small 
space—gets instant attention—creates rapid turn- 
over. For further information, write direct to 


NORTHWESTERN BARB WIRE CO 








STERLING Since 1879 ILLINOIS 











SWEDISH @kgmeae> FILES 


For the discriminating trade which demands a better File. 
The Genuine Oberg File is really a 


PRECISION FILE 


Guaranteed to last longer, and will do a smoother job. 









_ east RENN ST 
BOA QAQVAIIAIADNIAIAIDANDNNH}A AQ 





Complete stocks of all types and sizes. Write for catalog 
and new price list. 


Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


740 North Washington Ave., 109 Lafayette Street, 
Minneapolis, Minn. New York, N. Y. 


DO YOU KNOW 


that aggressive hardware dealers 
are increasing their annual profits 
by selling the quality line of 

















the BOSTON LINE of Garden Hose 


EETS every garden hose need. 7 stand- 
ard nationally known brands of plied 
and moulded hose. Each 


TROW & HOLDEN 


Stone Working Tools 


Are 


Quality 
Products 





Our New Catalog Will Be Sent Upon Request 
TROW & HOLDEN CO., Barre, Vermont 





tT 








= J 90 feet a 
brand a leader in its own Se Pe aRdey XN 
ey Q, 

Wi eo 


price field. A complete LS, . 
line that gives you a hose f 2 
for every purpose at a 
price for every purse. 





BOSTON WOVEN HOSE & RUBBER co 


Cambridge, Mass. 


MARCH 3, 1932 








NOTICE 


March 17th Issue: You will make 
more money in 1932 with the plan pro- 
posed in the big Florence advertisement. Be 
sure to read it. 


FLORENCE STOVE CoO. 
GARDNER, MASS. 


Manufacturers of Oil Ranges, Ovens, Space Heaters, 
Range Burners—Gas Ranges and Electric Ranges 
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CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





POSITIONS WANTED 


Special Rate, One (Cent a Word; Minimum Fifty Words 
Advertisements from yed d free of charge; inserted in two 
consecutively weekly tssues. Box number address may be used. All replies 





POSITIONS WANTED 


Special Rate, One Cent a Word; Minimum Fifty Words 
Adverti 0 Fcscgge ted free of charge; inserted in two 
consecutively weekly issues. Box number address may be used. All replies 
will be forwarded by us post paid. 








will be forwarded by us post paid. 
POSITION WANTED. Retail hardware man, married, 25 years old, 
+ ye ag Soe Pee ie ae Seer = oe aa desires connection with a reputable hrm. Has a wide agg a of 
cnpulie ae - on at b aa industrious. Capable of taking mechanics’ tools, shelf hardware and housefurnishings. Willing worker. 
— ae pee Oey Se a r " ~ Understands Locksmithing and General repairs. Good selling ability. 


Can furnish first class references. Free 


h d handli men. to 
> an ae Midd Address Box J-603, 


go anywhere. Middle West or South preferred. 
care of HARDWARE AGE, New York City. 





WANTED POSITION AS SALESMAN OR BUYER. Expert Stock- 
man, 20 years experience in Cutlery, Tools, Shelf, Household and Builders’ 
Hardware, Paints and Glass. [Illinois or oa West — wal 
reply for Personal Interview. Address Mr. C. A. Frick, Cobden, I 





DISPLAY MAN desires position as window trimmer with high-grade 
hardware firm. Original and inventive ideas produced into displays of 
merit as handled by an artist. Over fifteen years of practical experience 
in selling efforts on big stage before countless hordes of customers. Hav- 
ing had a training in hardware work prefer that line of merchandising. 
Present field limited by bad conditions forcing unemployment, reason this 
ad. Address Bex J-680, care of Harpware AGE, New York City. 





EXPERT CATALOG COMPILER is ready to tackle another Whole- 
sale Hardware or Automotive Catalog. Splendid record for speed, accuracy 
and thoroughness. Age 36; married; available immediately. Can go any- 
where. Best of references. Address Box J-681, care of HARDWARE AGE, 
New York City. 





HARDWARE MAN, with fourteen years’ experience with large retail 
and wholesale concerns. Have a complete knowledge of sporting goods, 
paints, housefurnishing, general and builders’ hardware. Have specialized 
in builders’ hardware and can figure and sell these requirements for most 
any type of building submitted. Address Box J-689, care of HARDWARE 
Ace, New York City. 


SALES PROMOTION MAN—Ten years wholesale merchandising ex- 
erience, available for connection with specialty manufacturer or distributor. 
ackground includes sales and advertising administration, market analyses 
and test campaigns. Successful in devising dealer helps for rapidly and 
profitably moving merchandise to the consumer. Well recommended. Ad- 





First class. references. 


Salary secondary to opportunity for advancement. 
care of HARDWARE 


Metropolitan district preferred. Address Box jJ-699, 
Ace, New York City. 


BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Limes.......+e+eeesrserersseseres 


l-Inch Box Display. .....+-+eeeeeeseesece ecebesveccetes 
Four Consecutive Insertions, of Box Displays—10 Per Cent Discount 











NATIONALLY known article, an exceptionally popular 
Summer item, Coast to Coast, is to be merchandise 
direct to Hardware Dealers and Merchants of kindred 
lines. Salesmen, here is your OPPORTUNITY. A liberal 
commission to go-getters with experience and a Sclbenrtinds 
in the big cities and adjacent territories. You must come 
well recommended. If nay want a bern ong opportunity, 
riving details as to ability, to 

Siwy qu ARD s E DISTRIBUTORS co., 

Detroit, Michigan 





7427 West Chicage Blvd. 











FOR SALE, established hardware store carrying line of builders’ hard- 
ware, house furnishings, farm machinery, etc. Well located on a_ principal 
business street in New York State. Modern fixtures and a suitable build- 
ing. otal value well above $50,000.00. Terms reasonable to responsible 
parties. Address Box J-687, care of HArpware AGE, New York City. 


FOR SALE: Old established 





Hardware Store, centrally located on 
principal business avenue in Bronx County, New York City. Stock, 
Fixtures and locksmith equipment. Fine opportunity for an active hard- 
ware man. Terms arranged. Owner wishes to sell due to interests else- 
where. Address Box J-701, care of Harpware AcE, New York City. 


HELLER HARDWARE FIXTURES, for sale. almost brand new, 
reasonable price, going out of the retail business. Write or call—open for 








dress Box J-683, care HarpwarE AGE, New York City. inspection. KANDEL BROTHERS, 24°Nv Main St., Liberty, N. Y. 
BUILDERS HARDWARE SALESMAN with twenty-five years’ ex- 
perience desires permanent connection. Located in Central New York at SALES REPRESENTATIVES WANTED 
present. Worked 12 years with one concern and operated own business for | Set Solid, Minimum of Five Limes.......+++++++++ee++++ eee $3.00 
Familiar with Corbin, Russwin, and Yale lines. Accurate in 1-Inch Box Display....... USO V Sess e TT es ecbee sees $5.00 


nine years. 
take-off of blue-prints. 
tects and contractors of city 
married. Address Box J-691, 


Can furnish best of references from leading archi- 
in which now located. 41 years old and 
care of Harpware Ace, New York City. 





SALESMAN with 20 years’ 
hardware dealers, department and sporting goods stores. 
New York to Norfolk, Va., and as far west as Indiana. 
make connection with manufacturer or manufacturer's agent. 
Box J-693, care of HArpwareE AGE, New York City. 


experience selling to wholesale and retail 
Well known from 

Would like to 
Address 





HARDWARE MAN, 40 years old, with 23 years’ experience as manager, 
buyer and salesman, in the wholesale and retail hardware business. Thor- 
oughly experienced with all departments of a complete hardware, paint and 
sporting goods store. Would prefer South or Middle Weet. but will con- 
sider any other location. Address Box J-694, care of Harpware AGE, 
New York City. 





YOUNG MAN, 29, 7 years’ experience, wholesale hardware factory, mill, 
plumbing and steel supply house. Inside man, excellent reference. Ad- 
dress Box J-684, care of Harpware AcE, New York City. 





SALESMAN desires connection with manufacturer. Have been covering 
Mill, Hardware and Plumbing Supply Jobbers in New England. New Jer- 
sey, Pennsylvania, Ohio, Kentucky, Indiana, Missouri and Kansas for 
od five years. Address Box ]J-685, care of Harpware AGE, New York 

ity. mo 


Four Consecutive Insertions, “of f Box Displayo—=10 Per Cent Discount 





SALESMEN — Protected _ territory — to sell household and hardware 
specialties. Liberal commission basis. Prefer men owning and traveling 
by car, with retail and department store following. No objection to men 
handling one or two non-competitive lines. State territory desired, snecify 
other lines if any. Give references. Address Box J-700, care of Harp 
WARE AGE, New York City. 


MANUFACTURERS AGENTS WANTED: A nationally known man- 
ufacturer of Electric Appliances wishes to add to its sales force several 
capable and energetic salesmen who will sell our product to both the retail 
and wholesale trade. Give complete information on sales background. 
Liberal commissions paid. Address Box J-622, care of HARDWARE AGE, 
239 West 39th Street, New York City. 








SALESMEN AND AGENTS wanted to sell our high grade Hack Saw 
Blades. Commission basis. Exclusive territories. Address Box J-675, 
care of Harpware Ace, New York City. 








SALESMAN with seven years’ experience calling on jobbing and retail 
hardware and department store trade. Thirty-two years of age, married, 
Protestant. Can furnish best of references. Willing to Ro in any territory. 
Address Box J-688. care of H'arpware Act. New York City. 





SITUATION WANTED by experienced middle-aged all-around hard- 
ware man. Specialized in builders’ hardware and fittings. Address Box 
J-702, care of Harpware Ace, New York City. 





POSITION WANTED -Thoroughly experienced hardware and_ paint 
salesman and buyer desires ovening with general retail hardware house. 
Eight years’ experience buving and store management. Twenty years 
retail experience. Address Box J-695, care of Harpware AcE, New York 

ity. 





HARDWARE MAN with courage and faith for the future desires 
connection if possible where portion of salary can be invested in business. 
Well versed in builders’ and general hardware roofing. Strong on mer- 
chandising, markets and stock arrangement. Small salary accented until 
business improves. giving earnest cooperation. Address Box J-697, care of 
Harpware Acr. New York Citv. 





HARDWARE and Mill Supply Salesman, twenty-nine years. Ten years’ 
sales experience. Known throughout the trade in New York, Metropolitan 
territory from Bridgeport to Trenton: will be available after March 5th. 
Open to anv sound offer. Address Box J-698, care of Harpware AGE, 
New York City. 
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WANTED —Salesman living in upper New York State 
Must be well established in Hardware and Department 
Commission basis. Must 
SHANE 


SALBSMAN 
oer Connecticut. 
Stores to sell unusually complete line of Brushes. 
travel hv automobile. Write all details regarding experience, etc. 
& HAYS. 5300—21st Avenue, Brooklyn, N. Y. 


ROPE SALESMEN wanted for New JTersev, D: 
New York. Michigan, Indiana. Sideline 5% commission. 
FIBRE COMPANY, &2 South Street. New York City. 


SALESMEN ealling on retail hardware, sporting goods, denartment 
stores. to sell only perfect bladesavine hone for safety razor Hades on 





Delaware. Pennsvlvania. 
Address UNITED 








commission. An absolute necessity. New and great demand. Best side 

line article ever offered. Priced right and liberal commission. Re first in 

your territorv. Address: Goodrich—1500 Madison Ave., Chicago. TI. 
SALES ACCOUNTS WANTED 

Set Solid, Minimum of Five Limes..........0eecceeseecessece $3.00 

Reimals Wert DEES. cc cc ccc ccccencceseeccccccccosccsece $5.00 


Four Consecutive Insertions, | of ‘Bex : Displaye—10 Per Cent ‘Discount 





WANT LINES AND ITEMS that can be sold in volume. Have twenty- 
five years successful sales record selling house furnishings, tovs, sporting 
goods, to Jobbers, Mail Order Houses. Premium Accounts. Denartment 
Stores and Svndicates. Reference furnished. Address 0. TOLLAGSEN, 


2734 Argvle Street, Chicago, Tllinois. 





LINE WANTED—Traveled State of Texas several years selling Gen- 
eral and Builders’ Hardware and Departmert store trade. Tf vou want 
Texas business have permanent and profitable line. Address Box J-686. 
care of Harpware Acr. New York Citv. 








MANUFACTURERS REPRESENTATIVE needs _ additional line for 
St. Louis and surrounding territory. Have successfullv sold hardware 
dealers and jobbers this territory for eight years. Vour line will he given 
aay attention. Address Box J-692. care of Harpware AcE, New 
or ity. 


HARDWARE AGE 

















INDEX TO ADVERTISERS 











THE ADVERTISERS INDEX is published as a convenience and not as @ part of the advertising contract. 


Every 


No allowance will be mad for errors or failure to insert. 


care will be taken to index correctly. 
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Wickwire Spencer Steel Corp. o_ 
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Wooster Brush Co............— 
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*““ONTARIO”’ 


California Fruit Knives 


Made Originally for the Pacific Coast 
Canneries, but Now Used in All Sections 


No. 30 Canning Knife, 34%4-inch Blade 





No. 24 Stainless Fruit Knife, 24%-inch Blade 


All these Knives can be furnished in Stainless 
Steel if ordered in large enough quantities. 


Order Thru Your Jobber 


THE ONTARIO KNIFE CO. 
FRANKLINVILLE, NEW YORK 





Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 


Every mechanic needs the entire set in his work, and it 





It isn’t hard. 
resolves itself to a question of selling him once or seventeen times. 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete. Try it. 

Forstner Bits are the only bits that are not dependent on a center or 8 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 











Build Trade 
With Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 
ing so attracts the trade of 
Boys and Girls. 


You can keep posted on 
what is New in Toys, as well 
as New methods of displaying 
and merchandising them by 
reading Hardware Age. 


HARDWARE AGE 


239 West 39th Street, New York, N. Y. 
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NOW... 


Superior Brand made 
from Copper Bearing 
Steel at no increase in 
cost to you. 


Copper Bearing Steel 
Wire (.20% pure 
copper) means longer 
life, better satisfied 
customers. 


At Your Jobber 


G. F. Wright Steel 
& {Wire Co, 


Worcester, Mass. 


SUPERIOR 


HARDWARE AGE 


























FACING THE FACTS 


THE 


IRWIN AUGER BIT COMPANY 


OFFICES IN 


MARCH 3, 


1932 





IN 
1932 


a PUBLIC” is 


putting your merchandise “on the 





spot” this year as never before. Your 
customer’s dollar has to go farther—it 
has to buy more than it ever did. All of 
which means that you as a progressive 
merchant will have to fall in line. 


Irwin’s New Test Set 

To help you meet this situation we are 
offering a Test Set of 3 genuine Irwin 
Bits, sizes 4", ¥4” and 42”, which you 
can sell at $1.00 and make a good 
profit. From your customer's point of 
view this is “real value.” From your 
point of view it’s “real merchandising.” 
Display these Test Sets in your window 
—on your counter—and watch the 
turnover. 


**Look for the Trade Mark on the Shank 
of the Bit.” 


WILMINGTON, OHIO 


Sole Manufacturers of the Genuine Irwin Bit Since 1885 


PRINCIPAL 


THROUGHOUT THE WORLD 
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Distinctive 
For 
Quality, Shape 
And Cut 
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